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to make this the biggest year in history: 
new ideas, new values, new service! Now that weare 


settled in a modern new plant, our fondest hopes are actually materializing! From M 
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to California...for the masses or the carriage trade...nothing beats the ArtG 

lines. No wonder the best stores everywhere 

graded wtene feit ou 00-ceree af tend. ART GUILD for a complete range of every 
and seasonal greetings, as well as ENCORE 
contemporary cards and MERRIE CHRIST 
for P.G. Albums. Investi(i 


Since 1907 


ART GUILD OF WILLIAMSBURG, INC 
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OFFICES: Kansas City, Los Angeles, San Francisco: Plant: Webster, 
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HOW TO EAT YOUR CAKE 


-AND STILL HAVE IT 











One sale is like a piece of cake—Here today and gone tomorrow. But 
when you get yourself a steady customer on whom you can depend 


for repeat business you’re eating a cake that you'll have indefinitely. 


Acco products represent the permanent kind of cake. Your customer 
for a few Accopress Binders or Accobind Folders soon begins to buy 
in quantity and—if you know your Acco Catalog—is a prime pros- 
pect for Acco Fasteners, an Acco Punch, Special Application Folders, 


Form Binders, various sizes and all the other Acco quality products. 


This isn’t guesswork—it’s been proved time after time. The secret 
is to know the Acco line, prompt the sale with a suggestion and go 
on from there! Why not make an Acco everlasting profit cake for 


yourself? Feature Acco products all the way! 





From left to right—an Accobind Folder, Acco- 
press Binder (or 2-piece covers), Pin Prong 
Binder. See your Acco Catalog for sizes and 
complete descriptions—or write us. 





ACCO PRODUCTS 
A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 
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Dazzling new SPRINGHILL, BOND is | :*: 
actually whiter than pure white salt 


—YET COSTS NO MORE THAN “OFF-WHITE” BONDS! 


77HEN YOU FIRST see dazzling new 

Springhill Bond, you sense your eyes 

are playing tricks on you. It’s so white! 

Then you hold a sheet to the light and 
you're really amazed. No watermark! 

The truth is, new Springhill Bond is 
whiter than any other unwatermarked 
bond paper on the market. A well-known 
research lab proved that new Springhill 
Bond was measurably whiter than salt, 
chalk, even surgical cotton ! 

But this remarkable new paper is more 
than just white. It’s level and uniform, 
too. And crisp. Just try to pick up a sheet 
without making a crackling noise! 


Compare Springhill Bond for whiteness, 
finish, opacity, and “crackle.” Once you 
do, you'll recommend it. 


Extremely printable 
We insure excellent results every time by 
cutting a sample ream from every reel 
and having it tested on actual printing 
presses. Springhill Bond is made to order 
for offset and letterpress printing. 

New Springhill Bond and Mimeograph 
are available in white and six colors in a 
complete range of stock sizes and weights. 
The Springhill line is also available in 
Duplicator and Ledger papers. 


Look for this attractive new design. Hands 
“zip” openers on 81/2 x 11 reams. All carton 


polyethylene-lined to control humidity. 


INTERNATIONAL PAPER 220 East 42nd Street, New York 17, N.Y. 
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As this issue goes out, I expect to 
Ftaking part in the last of six sales 
gement seminars sponsored this 
ng by the National Stationery and 
ffice Equipment Assn. They have 
tn widely hailed as the best train- 
ing program ever offered the industry. 
Just recently we experienced a simi- 
i pooling of talent at a publications 
erence of Davidson Publishing 
mpany. All our staff editors from 
York, Chicago and Duluth 
hered to exchange ideas and plan 
pier magazines. 
A stationer can use the same round- 
methods to get the most out of 
is sales meetings. An article on page 
tells how a Kansas dealer con- 
is meetings in a way to increase 
mployee participation and_ interest. 
Other articles tell how a Delaware 
Mealer has trained store personnel to 
“sll up” and how a young com- 
pany in Georgia has built increasing 
office furniture business on service. 
. The industry’s second annual Pen- 
iS cil Week is still a recent memory 
aid we have to agree with Clyde 
Nissen of the Lead Pencil Manufac- 
turers Assn. that “efforts of this 
] type should raise the product in the 
eyes of both stationers and the pub- 
lic.” Early reports brought news of 
one unusual Pencil Week display at 
RG office Supply, Glen Park, Gary, 
Ind. A window display there capital- 
ized on strong current interest in the 
Gvil War era. It included a personal 
diary, written in pencil 93 years ago 
a sergeant who was prisoner in 
the Sumter and Andersonville prisons 
in Georgia. Still readable, the diary 
was displayed through the courtesy of 
a Gary woman who is a daughter of 
the author. A splendid local twist to 
a national promotion! 
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COVER PHOTO: A salesman at Matthews 
Brothers in Wilmington reaches to show 
the customer a higher priced brief case. 
It’s part of an incentive program des- 
cribed on page 28. 
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MODERN STATIONER is published monthly by Davidson Publishing Company, Publication 
office, Waseca, Minnesota; Editorial and Executive offices, 405 East Superior Street, 


Duluth 2 
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30c. Subscription rates, $3.00 per year; Canada and foreign, $5.00 per year. 





“NORCROSS HEADQUARTERS" 


Identify your store with these smart 





NORCROSS 


GREETING CARDS 


YOUR STORE NAME HERE 


GREETING CARDS & GIFTS 





Outdoor Hluminated Sign. 3 x 4 feet, \@)Xe ROSS 
rugged enough to stay up many years. 

Double-faced (in a nice, Norcross way), fe4 -1 4 

it is conspicuous from practically around ran -\-1 8) 

the corner. Cost includes 2 lines for your 


name. Single-faced sign available to 
mount flush against building, if you prefer. 


Iluminated Clock. Costs only a penny a 
day to operate, and the 15-watt fluores- 
cent lamp makes a wonderful night light 
to attract next-day customers, and/or 
frighten away thieves and field mice. 
Comes equipped with an easel so that There’s always something 
it may be used on a counter, shelf, or in 
the window. Bright red and blue letter- new from Norcross 
ing on a white background gives the 
dean clock a anewg frank a open Norcross, Inc., 244 Madison Avenue, New York 16, N.Y 
face. May also be hung on wall. Price is 
amazingly low. Size 1114" x 1834". 











© Norcross, Ine. 





Sy NORCROSS HEADQUARTERS © 


pay-off-able signs of the times 
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NORCROSS 


GREETING 
CARDS 


fee YOUR STORE NAME 
AND ADDRESS 


GREETING 
CARDS 
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GREETING CARDS 


Outdoor Sign. This sign, with your name 
in good, bold type, attracts customers 
who might otherwise forget about birth- 
days and anniversaries. 28" x 10'. Built 
of 20-gauge metal; 2 baked-in, weather- 
proof colors silhouetted against white. 








Interior Wall Sign. Arresting interior wal! 
sign with deep blue letters and white 
border, harmonious with any store décor. 
Die cut from 4" laminated board, easily 


nailed to any wall. Dimensions are: N — 
944" x 6"... NORCROSS—10" x 38". 


Have a chat with your Norcross sales- 
man, and place orders through him. He 


NORCROSS will give you costs and a fine steer on 


which of these new, hard-working signs 


GREETING will do best by you. 
CARDS 
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SILHOUETTE 


Vi, 0 / Vie now in pink with gold trim , 
FOR MOTHER'S DAY 


RECHARGEABLE New compact design fits easily into purse or g 


compartment —never leaks or corrodes—ea 


, recharged in a 110 AC electrical outlet. a pe 
Coshlight rechargeable flashlight is a thoughtful, practica 


gift for mother. 


Je) YD ‘4 Jewel Among Flashlights” 


gift boxed 


Follow up with a Father’s Day 
promotion for added profits. 
Feature the handsome two tone 
gray and gold Life Lite re- 
chargeable flashlight. 5.95 


RECHARGEABLE DEALER AIDS AVAILABLE 
| 


@ ©® 
Wo __ Hoshlight Gulton industries, inc. 


Metuchen, New Jersey 
* Trade Mark 
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Our great needs in the current “goof-off era,” according to John Christianson, 
Quality Park Envelope Co., are a willingness to work, enthusiasm for work and 


willingness to learn. Mr. Christianson addressed more than 200 industry members 
at a Lucky 7 Sales Rally. 


* * 4 a 


“In 1965 this country will be facing the greatest period of prosperity that it has 
ever known, according to economists. American industry at that time will be 
producing at least 40 percent more goods than it is today . . . It is now predicted 
that the number of desk workers will increase another 32 percent by 1965, and this 
will happen while the total work force is increasing by 17 percent to a total 
of 75 million.” — From Parkergrams, Parker Pen Co. Newsletter. 

* * * * 
“Arrogant people are unteachable people, and so long as they feel that they know 
all there is to know about a topic, learning cannot take place. If the boss has this 
feeling it is conveyed to his employees, building up a wall through which clear 
understanding or good communications can’t penetrate.’ —- Miss Ann Morgan, 
training director for Abraham & Strauss department store. 

* * * * 
“Advertising performs the preliminary chores of arousing interest, creating desire, 
building preference and acceptance among customers and prospects . . . Salesmen 
sometimes find they cannot contact and sell all the persons who influence the 
choice of office equipment. What you really buy with advertising is time. You get 
to present and potential customers — and to more of them — your product story 


faster, at far less cost than by any other method.” — From Profit Pointers, Globe- 
Wernicke bulletin. 


* * a * 
“Creativity is basically an unconscious, irrational process, greatly influenced by the 
degree to which people expect and fear the hostile judgments of other people. The 
openness and acceptance characteristic of brainstorming has not yet been widely 
extended to communications. One of the biggest problems of communication in 
business bureaucracy is the tendency to pass on only that information that is 
thought to be acceptable and to bury or change information that might be 
objectionable and might reflect on the individual communicating the information.” 
— Dr. Myron S. Helfgott, president, Package Research Institute. 

a * * * 
“Business growth today entails rapidly mounting volumes of transactions and 
increasing complexities of office work to be handled. Means must be at hand to 
speed communications and data processing. Management must have the best possible 
office tools for saving time, cutting costs, and speeding production. In short, man- 
agement must have more information, have it promptly and at a price the business 
can afford. The office equipment industry is prepared to provide such tools in 
1959.” — Fortune P. Ryan of Royal McBee Corp., president of the Office 
Equipment Manufacturers Institute. 

* * * * 
“It is important to present all the benefits, to prove as many of these as you 
can by demonstration and to ask for the order when you have overcome all of 
your prospect’s objections. It is the rare customer who sees everything so plainly that 
he does not have to be sold.” — From Multi-Rite News by the C. E. Sheppard Co. 

* * * * 
“We offer manual portables now at the same prices, terms, etc. as discount houses. 
If the customers buy the manual portable on our discount house price, then they 
take care of their own servicing and we call attention to all the pitfalls when a 
new machine is not properly serviced to start with. If they want us to service 
the machine, we add $12.50 to the price for the service and the guarantee. 
Discount sales are cash before delivery.’”’ —- Dealer quoted in NOMDA Spokesman. 
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Last (all! 


This is LAST CALL to all retailers to be ready with merchandise 
for the bonanza of customers who will come to your 

store on and after April 25th, asking for EATON’S 
PERSONALITY PACKAGE. 


EVERY EATON ACCOUNT has already received 

two “alerts” concerning this Stationery Department 
Promotion — one from THE READER’S DIGEST and one 
from SEVENTEEN, the magazines which will carry the 
FOUR COLOR advertisement illustrated here. 


The results of this promotion can be forecast and 
charted before the public hears about it for three 
irresistible reasons: 


1. The merchandise itself has everything to guarantee 

quick turnover, volume selling: Special Value plus Free offer; 
Style and Quality appeal; Self-selling, Pre-Priced 

presentation in Popular Price field; the lure and fascination 
of Graphology related to the individual Personality; 
sponsorship by a famous TV personality. 


2. The harnessed selling power of two great magazines, 
reaching a total of 37 million readers! Eaton is the 

first writing paper manufacturer to bring you the benefits 
of THE READER’S DIGEST extraordinary prestige, influence 
and circulation (35 millions!). And SEVENTEEN is the 
teen-agers’ “bible,” read by 2 million avid, acquisitive 
gals with money of their own to spend. 


3. The strategic timing: The May issues of both 
publications arrive in homes, on newsstands April 25th, 
in time for that “second Christmas” selling event — 
MOTHER’S DAY — and in a period when there is 

a distinct upturn in consumers’ receptiveness 

to the new, the fashionable, the value 
too-good-to-be-missed! 


LAST CALL! Better wire or air mail your order 

or additional order. EATON’S PERSONALITY PACKAGE” 
is Style 930-9, cartoned 24’s (includes display plaque), 
Net Price 87%c a box. Retail: $1.59. 


“See ad reproduction for complete description of contents. 
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BE SURE THE CUSTOMERS EATON SENDS 
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EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS * Showrooms: NEW YORK, 475 Fifth Ave. * CHICAGO, 6 N. 
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The General Services Administration (GSA) is preparing to launch 
@ program to standardize all federal office equipment. Federal agencies 

now use more than 100 different styles of desks. GSA plans to reduce the 
number to six models. Similar reductions in model numbers are planned by 
GSA fer chairs, tables, filing cabinets and the like. 









This standardization will take years. GSA has under way a highly 
successful repair and restoration program, and no office furniture will 

be replaced until it is beyond repair. Under present policy, office 
furniture is restored only if the cost is less than 55 percent of the cost 
of a new piece of equipment. 


An Administration idea of tacking on a first-class mail increase as a 
rider to a bill increasing taxes on life insurance companies was axed by 
the House Ways and Means Committee. Back around 1939 when letter mail was 
hiked to three cents, the rider technique was successfully employed when 
the Post Office Committee refused to initiate action. The Administration 
now will try to get the five cent letter authorization in the regular man- 
ner through the Post Office Committee but is certain to fail. 





The House Interstate Commerce Committee has finally turned its atten- 
tion to resale price maintenance legislation and scheduled hearings for 
late March. Some committee members would rather see a federal statute 
barring loss leaders than see a new Fair Trade Act, but the committee is 
expected to approve the latter. 








The Senate Interstate Commerce Committee has announced a heavy hearing 
agenda which does not include Fair Trade. Apparently the Senate group will 
await House action. Such a decision would just about block any chance for 
final Congressional action before 1960. The Senate Small Business Committee 
is thinking about having some more hearings on the subject, but it has no 
authority to send legislation to the Senate. 


The mammoth slum clearance and urban renewal program proposed by the 
House Banking Committee will be vetoed by the President if it clears the 
House and Senate. The committee version of an omnibus housing bill proposed 
federal slum clearance aid of $500 million annually for three years. The 
bill passed by the Senate provided for $350 million annually for four years. 













A Harvard University study predicts that the central business dis- 
tricts of the big cities will remain alive for many years to come but that 
there is no hope for the "gray belt" that lies between the business dis- 









trict and the rapidly growing suburbs. Increasing decay in the "gray : 
follows a historical pattern that has accelerated in recent years, accor- — 
ding to the study. The middle income groups move outward and are replaced 
by lower income groups. It would take Government intervention on a scale 
not even contemplated so far to reclaim the "gray belt.” 















The General Accounting Office is making an audit of typewriters in the 
House of Representatives at the request of the Clerk of the House. The 
Clerk suspects that light-fingered Congressmen have been making off with 
some of them. It will be difficult to find out, however, since nobody 
knows how many typewriters the House had in the first place. 



























The House Ways and Means Committee has been busy trying to counter the 
strong opposition of the Treasury Department to enactment of legislation t 
permit the self-employed to set aside, tax-free, a portion of their ea 
for retirement plans. The Treasury claims the revenue loss will be $365 nil. 
lion annually and so throw out the window the precariously balanced or 





The Ways and Means Committee on the other hand contends that the loss 
in fiscal 1960 will be only about half the Treasury estimate. The committes 
concedes, however, that over a five-year period the loss will climb to the 
Treasuyy figure. 


A poll of its members by the National Federation of Independent 
Business found 76 percent in favor of the legislation. Federation members 
voted 71 percent in favor of legislation to provide a tax credit for in- 
ventory accumulations. An increase in the minimum wage to $1.25 per hour 
was opposed by 66 percent of the members of the small business organiza- 
tion. 


The Supreme Court has decided to consider whether it is lawful fora 
Fair Trade manufacturer to refuse to sell to a retailer in a state having 
no Fair Trade law who sells below the suggested retail price. Ina case 
involving a drug company, Parke, Davis & Co., a lower court held that a 
manufacturer could cut off such a retailer provided he didn't conspire with 
others in refusing to sell to the price cutter. 





De 
The Treasury Department revision of Bulletin F, which lists the useful: 
lives of various business assets for depreciation purposes, is ready for 
the printer, but now the Treasury is not sure it wants to publish the req" 
vision. It has been in the mill for more than a year. Many tax accountants 
and lawyers complained that the depreciation schedules in the 17- -year-old = ae 
Bulletin F are out of date. 








Under Secretary of the Treasury Fred Scribner stated recently that it) 
appeared increasingly unwise to try to set up rigid depreciation rates. 
Even experts, he said, can only give "educated guesses." He added thats 
field offices of the Internal Revenue Service have used Bulletin F as @& 
final word when it was only intended as a guide. s 

















4 
The general rule now followed by IRS under the Internal Revenue CO 
of 1954, Seribner said, is to allow depreciation on the "actual period { 
time that the item is used in trade or business. The taxpayer by usé 


determines the period over which an item is to be depreciated." 












Legislation which would require the states to abide by federal ume 
employment compensation standards in order to receive aid for their sys 
tems is again being proposed . . . The Small Business Administration = 

established an Office of Management and Research Assistance. 3 
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all dealers 
know that! 


Pd 
i ear 
I's Nu-Kote. It’s the new plastic-base carbon paper that almost all copy work.” “Passed the acid test with flying 
wtlasts ordinary carbon three to one. And look what the colors—repeat sales breaking all records.” And so the good 
talers say: “ Nu-Kote samples brought us a flock of new cus- word pours in from all over. (Listed below are just a few of 
lomers and markets.” “One demonstration and they’re sold the enthusiastic dealers who’ve written us about Nu-Kote’s 
~by Nu-Kote copies that are clear to the last.” “No more success.) Why not clip the coupon for your free Nu-Kote 
pace-wasting inventories—one grade of Nu-Kote handles sample—and take a page, literally, from its success story? 


Barnum & Flagg Co., San Bernardino, Calif. / Texas Office Furniture Co., Dallas, Texas / W. H. Kistler Stationery Co., Denver, Colo. 
Hook & Holtsinger, Tampa, Florida / Clark Office Supply Co., Phoenix, Arizona / The Nor-Wood Co., Inc., Hempstead, L.1., New York 
Beecher Peck & Lewis, Detroit, Michigan | O'Connor & Raque, Louisville, Kentucky | Beacon Manifold, Inc., Boston, Massachusetts 


NU-KOTE is a product of Burroughs Corporation, Mittag Division 


FREE SAMPLE! GET DEALERSHIP FACTS! 
Dealer Sales Department 
Burroughs Corporation, Detroit 32, Michigan 
oO Without delay send me a FREE SAMPLE of NU-KOTE 
Typewriter Carbon. 
Also information on how I can become an M&V NU-KOTE 
dealer. 
NAME 


‘ 





FIRM NAME 





FIRM ADDRESS 





CITY ZONE een 
In Canada write: Acme Carbon and Ribbon Company, Limited. Toronto 13, Ont. 
P. S. Another profit-puller plus: fast-selling Burroughs adding and cash machines. 
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EXCITING CONTEMPORARY FIXTURES 
To make your gift-wrap department the 
most inviting place in the store! 


D-101 STANDARD FLOOR FIXTURE 

Size 24” x 4514" with a colorful lighted sign 
designed to build traffic in your gift wrap 
department. Complete unit holds 152 
packages including 48 individual designs, 
plus Package Decorations. 





D-102 SMALL STANDARD FLOOR FIXTURE 
Size 24” x 2214” a compact fixture that 
works perfectly alone, in pairs or with other 
Reynolds units. Holds 80 packages 
including 24 individual designs, plus 
Package Decorations. 


D-103 QUARTER ROUND FLOOR FIXTURE 
Size 24” radius—ideal for making difficult 
corners pay off in sales. Used in pairs 

for end-counter fixtures, in groups of four 
for circular island unit. Holds an assortment 
of gift wraps and Package Decorations. 





Write today for your copy of Reynolds “Designs for Giving” Brochure. 
Or see your Reynolds gift-wrap representative. 





nla 





hure. 
























many gift wraps this year! 


{LL YEAR SALES in volume is the answer—now Christmas time, yet they spend only half as much on 
yssible, practical and rewarding for you—because a gift wraps—because, until now, all-year gift-wraps 
wmplete new line of gift wraps has been brought into never existed! 

existence—designed right from the start, for year SO TODAY, ALL OVER AMERICA~-cash registers 
round selling ! are starting to ring at Christmas pitch with Reynolds 
WHAT’S MORE, THE MARKET ALREADY EX- DESIGNS FOR GIVING—an entirely new gift-wrap col- 
isSTS FOR YOU TO CASH IN ON-—people buy four lection, created in depth of design and color for every 
times as many gifts during the year, as they do at gift occasion, for every gift mood. 


PEYNOLDS DESIGNS FOR GIVING includes: 


CHRISTMAS SERIES « FUN WRAP SERIES « ALL-YEAR SERIES * PACKAGE DECORATIONS 
(Cut-Out Tags and Seal Sets) 


BUT THAT'S NOT ALL—Reynolds offers you 
DOUBLE-YOUR-MONEY PROFIT ¢ EXCITING CONTEMPORARY FIXTURES ¢ NEW VIEW-WINDOW PACKAGING 


® FIXTURE COST CREDITED TO YOU WHEN 
RDERS REACH MINIMUM AMOUNT 


E-PAID FREIGHT 


REYNOLDS METALS COMPANY 
DECORATIVE FOIL DIVISION 


101 South Robertson Boulevard, Los Angeles 48, California 
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The GIBSON Book of a Lifetime 


ALL MY LIFE 


so complete! so attractive! 
best on the market by far! 


Depend on Gibson to introduce a Lifetime Baby Book . = Pen Fill 
that chronicles it all. Perfect for every little “him” 
and “her,” the comprehensive record embraces every 
major event of a lifetime... chronologically from 
Birth to Grandchildren . . . with listings for Anni- 
versaries, Birthdays, Medical History, Employ- 

ment Records, School Records, Marriage, 
Children, Vacations and many other im- 

portant facts. 


ell aS Ol 


72 colorful pages, easy-to-follow, easy-to- 
fill-in, all imaginatively illustrated. 
Beautifully lithographed in color on + 
specially patterned stock. Exquisite rig p 
2 color cover,stamping. . ee s 
B552 (illustrated)—padded simulated Sisecos 
leather. B554—padded rayon moire theory 
(Both available in pink, blue, * 
white, yellow, green.) 


- smooth- 
(% “ Cleon AND COMPANY — or} 


for $1.4 
PUBLISHERS « NORWALK, CONNECTICUT 4 guarant 


Fine Albums Since 1872 * New York Showroom: 225 Fifth Avenue 
M 
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Flair Cards, Inc., includes three 
greeting card designs among the 80 
some new styles published early 
this year which might be described 
as sympathy cards. They offer a 
humorous and exaggerated view of 
the income tax season. The tax 













































cards come assorted in dozen packs, 
the three designs in one pack. They 






th four of each 


vil for 25 cents 


nN 


foper Trimmer 


The Bro-Dart Industries have 





re, 
>> 


dected a paper cutter without 
utting ar! The device re- Ma 
bles the conventional paper 





only in its base with the 4 
calibrations and ‘“‘square- 
Instead of the broad, 


hete-like blade so familiar to 


rs of the conventional trimmer, there is a_ small 


ttle-like levice on a rod guide. A sweep. of 
hands sends the device along the steel guide edge of 


cutter base and trims off the paper, neatly and cleanly 
shuttle-like device contains a concealed rotary blade 
ich fingers can't get at while the cutting action takes 
e. The ‘Safety-Shear’’, as the device is called, makes it 


sible to cut curves as well as straight lines. Another fea 

is the magnetized guide which can be swung into any 
sition or angle and which permits instantaneous setting with 
tthe bother of thumb screws. The ‘‘dis-armed” paper trimmer 


recommended for schools and photographic dark rooms as 
ell as offices 


Pen Fills With Water 3 


Universal Fountain Pen & Pencil 
Co. has come up with a fountain 
pen that fills with water. The 
Aqua-Pen works on the principle 
of concentrated dry ink in a 
cartridge activated to a liquid by 
filling with just ordinary wate: 
It then writes with ink. The Aqua- 
Pen is guaranteed to write for 
50 hours on one cartridge the 
cartridge being refilled 10 times 
with water before a replacement 





is required. For retail outlets de- 
ring point-of-purchase displays, Universal has produced a 
unique sales-producing device that has 13 pen-holes, but only 


* are filled with the assorted-colored Aqua-Pens. The 
urteenth hole is deliberately left empty on the proven sales- 
neory that timid consumers dislike being the first to “‘dis 


turb” a display. However, all displays shipped to the dealer 
4 the first one, actually do contain a thirteenth Aqua- 
ren for which the dealer pays only for 12. The Aqua-Pen 
§ said to be perfectly-balanced and precision-engineered 
mooth-writing instrument with a point applicable for every 
ays aad ink that is permanent and bank-approved. It retails 
t $1.49; refill . tridges are 29 cents. Every pen comes with a 
guarantee certific insuring perfect performance and parts. 
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School Papers 4 


A series of “firsts” are featured in the new line of 


Paper King stationery and paper school supplies now being 
offered by the Eastern Tablet Co. Among these are the use 
of the maker's name on the package, plus a printed quality 
guarantee to consumers, the Parents’ Magazine Seal, and a 
parade of product plusses such as the banding of all filler 
paper lengthwise to eliminate tearing while handling on self 
service shelves or counters. The line has been drastically re- 
duced in number of items, based on national studies of 
actual consumer demands, resulting in the most practical 


selection todzy for stock turnover. Titles are in bold style, 
and packages include new selling copy, even indicating reasons 
for round corners on filler paper. Wire bound packages feature 
no wire ends” to avoid scratching furniture or tearing cloth 


ing 


Leather Accessories z 


\s 
e 


Simplicity of design achieves ele 
gant male styling in the new “Three 





Diamonds” group of men’s accessot 
ies by Rolfs. The design uses three 
colorful gold diamonds on rich black 


hand rubbed cowhide. Seven pieces 





available as a matched set or as in 


dividual items are the Townsman bill ; 
fold $5, Pocket Secretary $7.50 
Key Kaddy $2.95, Eye Glass Case 


$3.50, Cigaret Lighter $2.95 
Cigaret Case — $3.50, Credential Billfold $5 
Industrial Pen 6 
The Paper Mate Co. is marketing an 
industrial pen for office use that has 
its own ink eraser. The new pen 
which retails at 39 cents, is named 
“Office Mate Features include a 
new non-skip writing formula that 
guarantees skip-free writing no mat- 
ter how rough or slick the writing surfa It is non-re- 


tractable and has a styrene barrel and cap. The pen is being 
manufactured in medium and fine points in blue, black, red 
and green. In addition, the Office Mate is available with 
black reproducing ink in the medium point model only. The 


color of the pen denotes the color of the ink 


Phone Rest 7 


A new telephone shoulder rest 
called Ray-Dex is designed to al- 
low the user to talk as freely as 
he would over a microphone, with 
both hands free for other use. The 
adjustable device is said to hold 
the receiver at speaking level with- 
out having the user kink his 
shoulder or bury his chin in his 
chest. The phone rests are mount- 
ed on cards for hang-up store dis- 
play. The company, Ray-Dex Prod- 
ucts, also offers to furnish any 
quantity of free personalized envelope stuffers to dealers. 
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PROFIT 


PROMOTERS 
by “SHACHIHATA” | 


Quality Stamp Pads for 40 Years! 





Color of pad’s frame 
indicates its original 
ink’s color 


GRACEFUL DESIGNS 


LARGER INK CAPACITY 


Clear impressive 


stamping on documents 


Ink Automat “ 58"! 








SIZE : H-4, H-3, H-2, H-1. 


Available in 6 colors 


also foam rubbe; stamp pads. 











Color of pad’s framc 
indicates its original 
ink’s color 


NON-FADING 
EXCELLENT DESIGNS 


Permanent impressive 


so On. 





Ink NEO-88 ! 








SIZE : HN—-4, HN-3, HN-2, HN-1. 


Available in 6 colors and uninked. 


CHEMI-PET MARKING PEN 








Color of Pen'e holder 
indicates ite original 
ink’s color 


on ony surface, paper, 


metal and etc... 


NON-FADING 
VIVID COLORS 


suitable to teachers, 


students, and so on. 











PATENTS for these 3 


SHACHIHATA INDUSTRIAL CO., LTD. 





For re-inking ... vse only Shachihota 


Chemi-Pet Inks! 


Available in 


color's box and one dozen box. 


products cre applied for 





“HOMO” STAMP PADS 


colors ... suitable 


For re-inking ... use only Shachihata Stamp 


“NEO” STAMP PADS 


stampings, even on 


“hard to stamp" surface, cloth, wood, and 


For re-inking ... use only Shachihata Stamp 





WRITES .. DRAWS .. MARKS... 


10 colors. 










VIVID COLORS 
REASONABLE COST 












for 


and ledgers. 


and uninked, and 





NON-SMUDGING 
VIVID COLORS 


wood, cloth, plastic, 


QUICK - DRYING 
REASONABLE COST 


artists, designers, 


Packed in 10 


MEW PRODUCTS .. 0.00.05 


| Window Fans 








65, Uwabata-cho, Nishi-ku, 


Nagoya, JAPAN 


~) 
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The 1959 line of five portabh 
window fans nnounced by the 
Lau Blower Co 





includes three 25 



















inch models, or with a 16 inch 
diameter blade and one with ; 
12 inch size. Many comfort con 
trol features are included to pro 
vide increased versatility for each 
fan's operation. Thermostats thy 






automatically turn the fans on and 
ee off, electrically reversible blades 
and tilting stands that hold a fan at any angle for directional 
air discharge add to the usefulness. All five models include 
five year factory guarantee on parts and a one year manufac. 
turer's warranty on the motor. With the slim 5.14 ind 
each easily mounted in a window or may be 
located on floors or tables in various rooms. All are equipped 
with partially recessed steel handles. 
range from $39.95 to $59.95. 



















depth, is 








Suggested retail Prices 














Air Cleaner 9 





Service and repair men can 
now obtain a portable air com- 
pressor and gun specifically de- 
cleaning business 
and machines. Compact 
and easily handled, the Tuffy air 
compressor has been developed 
by DeVilbiss Co. engineers to 
deliver 40 pounds of continu- ie 
ous pressure, sufficient to blow out all types of accumulated 







tor 
office 


signed 








dirt and paper shavings without harming mechanisms on the 
machines. The compressor is directly connected with a standar 


1/3 h.p. motor, eliminating power loss and hazardous belts $— 
and pulleys. The unit operates from any electric light plug 
All main compressor bearings are ball type, permanent 


lubricated and sealed. Valves are of stainless steel, and there 
is a positive type air intake. The entire unit is mounted on 
a pressed steel base with rubber-padded feet. 


INE 


Two-wheeled Hand Trucks 10 








The G 
A new line of two-w heeled han ai des 
trucks, introduced by The Pa camnie 

O. Young Co., has frames of one <i 
i amy price 

piece tubular steel, with cross ’ 
braces and nose plates of hea # Sec-1 
gauge steel, electrically welded to place 

the frames. Cross braces are cuf ‘miler. 
ed, permitting trucks to hand « Are- 
flat or round payloads with equal § mchanis 
facility. Loop style handles give and lowe 
the user a choice of one hand ot sition. 
two hand operation. Wheels on all models have puncture » Dest 
proof rubber tires. Larger models feature ball bearing, sem’ Bi), Ca), 
pneumatic rubber tired wheels, steel wheel guards, mf... fins 
stair climber braces. Four models, ranging in size from # 2 Ver 
high to 51” high, have load capacities of 300, 400, 50 rally { 
and 600 pounds respectively. a be 
ilra spe 
A host 
Checker Sets Ny, le ex 
Two new plastic checker sets w addi 
by Victory Manufacturing Corp. = & wailabl 
come in specially designed clear i sound in 
plastic boxes for convenience in and pro 
handling and easy storage. Inter- drawers 
locking checkers feature distinc- in four 
tive “crown” design. Suggested dee or 
retail prices: No. 2048 Checker ated pla 
Set, 49 cents; No. 2049 Deluxe Checker Set with Game Sheet, fl linctive 


Glob 


easier t 
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New fiber glass legs 
receive largest demand 


G/W fiber glass legs add style, utility to desk 


Smart, literally indestructible G/W 
steel-reinforced fiber glass legs are rapidly 
becoming the most popular desk supports. 
Their handsome appearance gives the 
desk — and the office —a distinguished 
touch. Maintenance-free, G/W fiber glass 
legs will remain new looking for the life 








































iccumulated of the desk. The decorative colors (made 
sms on the to match desk finishes) are pigmented 
| a standard throughout the fiber glass for a perma- 
rdous belts §— _ . nent, chip-proof, scuff-proof finish. 

light plug 


“cre.| BUILT-IN EFFICIENCY AND CONVENIENCE 
TIE CUSTOMERS MORE FOR THEIR ‘“‘DESK-DOLLAR” 


' 

oil The Globe-Wernicke Streamliner® | tomer “more for his desk dollar.” You can 

The Paul netal desk now has more work saving, dramatically demonstrate how this ad- 
nes of one |? S*Ving features than any other desk at | vanced desk will save him money through ' 
vith crow 2) Price. These G/W exclusives include: increased efficiency, allow more work to be ~ 
of heaw 8 Sec-Tray® stationery compartment, done in less time, provide greater em- . ie 

welded to “at places typist’s supplies by her type- ployee comfort, make the best use of avail- ; ~* 
; aan vriter, able space, and provide for expansion or Fiber glass is impervious to cleaners, detergents, etc. 


changing requirements. It can pay you— 
and pay you well—to sell the Globe- 
Wernicke Streamliner desk . . . the most 


to handle J # Arc-Swing® typewriter platform 
with equal Bmechanism, that allows typist to raise 
ndles git find lower her typewriter from a sitting 


G/W fiber glass legs are equipped with 
adjustable glides for adjusting desk height 
to meet individual requirements, or for 





» haniiar ws advanced metal desk in America. ° . 

¢ hand 0: Ff sition. leveling. And, if fiber glass legs are de- 
puncture Bs Desk c}; . Sen ired f Streamliner desk already i 

Paty: * Desk Arm Slide with the built-in Vis- sired lor a Streamliner desk already in 

go. Ae Card Record Tray, places “facts at use, the island bases can be replaced in the 


; ur fingertips”. user’s office in a matter of minutes. 
from 44 c 


400, 500 * Verti-Swing’ hanging files hang di- GiW office line “Si ita 














nctly from sides of file drawer . . . no ° . . 
tra special frame or hardware needed. IS profit producer | The Globe-Wernicke Co. 
11 § Ahost of other built-in sales features in- | inmates 
ude color-matched fiber glass legs—at As a G/W dealer, you can sell Stream- | | Cincinnati 12, Ohio 
No additional cost—(island bases also liner desks plus the entire line of famous | | 
& wailable), interchangeable pedestals, full | Globe-Wernicke metal office equipment. || ‘formation on this page interests me. Please 
“und insulation, nylon box drawer glides, | This will give you the cost-cutting advan- || send me details on a Globe-Wernicke Dealership. 
and Progressive suspension slides for file | tage of ordering all your business furni- || 
‘awers. Streamliner desks are available | ture, filing supplies, and accessories from |! | Nome—— — 
" tour modern colors and with square | one reputable source for consolidated pur- | 
tdge or molded tops. Linoleum or lamin- chasing, simplified inventory, and supe- | Comey $$ $$ 
Sheet, $! ted plastic desk top materials in seven dis- rior service. Clip and mail the attached 
— give customers wide choice. | coupon now. Revitalize your business by || Address 
LIL, 1959 vlobe-Wernicke Streamliner desks are becoming a G/W dealer. Remember, suc- | | 
“ser to sell because they offer your cus- | cess depends on the strength of your line. |{ City State aan 
for more details circle 134 on last page 











This 
COLORBRITE 
AD 
will appear 





Get all 

your colored 
pencils 
from one 


supplier. 


EBERHARD 
FABER 


Makes a 
colored pencil 
line for every 


customer use! 











Colorbrite 


“spring” in the Lead! 
cman al 








—— T.M. Reg 
U.S. Pat. Ojf 


Resiliency! That’s one of the 
most important qualities of the 
lead in Colorbrite business pen- 


cils. It means that Colorbrite colored 
leads are not brittle... 
sharp. It means that these leads are 
hard —yet flexible... hold their points 
longer without breaking. In 26 dif- 
ferent colors—to make every vital 
business detail color bright! 


stay crystal 


Sn 


Ofelleld-l ak t= =! 


Has The Touch That's Feather-Light ! 
110th Anniversary, 1849-1959 





EBERHARD FABER 


WILKES-BARRE, PA. © NEW YORK ¢ TORONTO, CANADA 
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NEW PRODUCTS ........— 
Dashboard Desk 





Ride 'N’ Rit Auto Desk 
those who do a good de 
“paper work 1 a car, isa 
cision engineercd and js gam 
enough for use as a typ 
table. The 12” by 16” desk 

ankle, 4 is plastic-coated wood with 
cma \ edges. It's attached to the a 
side of the dashboard by a strong, all-metal frame finished 
in office gray. Tightening two thumb screws is the only ef. 
fort needed to install it. In standard position, the desk 
can be tilted 15 degrees for perfect writing position, At the 
top of the desk top is a spring-loaded paper holder Which 
also holds pen, pencil and calling cards. Swung parallel with 
the dashboard, the top serves as a typewriter desk, said tp 
be rigid enough to bear up under the hardest punching 
“two-fingered” typists. It is priced at $24.95, 

















Tubular File 13 

A new tube filing system for rolled 
prints, charts, drawings and maps has 
been introduced by Plan Hold Corp 
The Plan Hold Roll File consists of 
modular steel encased tubes in units 
of four tubes per file. Units measure 





A 
12 inches by 4 inches with a tube . 
length of either 27 or 33 inches. In- P 
side diameter of the tubes is 2-% ety 
inch. Special “slide together’ stack- liz 
ing features enable the Roll File units Tl 
to be assembled for desk top mount- 
' ome oi ta 
ing. Space is allowed for direct label- h 
ing adjacent to each tube. Plan Hold t 
also has a new catalog showing its line of vertical filing = 
equipment and a new cross-section salesman’s sample unit 
its Staktube roll file. 
Ir 
*,: n 
Desk Partitioner 14 
Vi 


The Desk Partitioner which 
Marnay-Rockaway recently intr 
duced in preassembled form, now 
has the added flexibility and econ 
omy of do-it-yourself construction 
The new unit is assembled int 
either right or left hand “L” for 
either side. The reversible unit 
makes ordering and desk shifting 
easier. The Partitioner is attached 
to a desk in minutes by means ot 
an exclusive clamp. Removable inserts are of  shatterprool 
frosted, fluted plastic, trimmed at the top with aluminum 
[he units are available in two heights, three colors and in 
lengths and widths to fit almost every standard size desk. 












Ball Pen 15 


Bix' 






Paper Mate has introduced a sleek, 
Holiday” pen that, for 
the first time, contains the com- 
pany’s new “Jumbo” refill with 
a giant ink supply. It retails for 
$1.79. A special, multi-colored re- 
tail display has been designed con- 
taining a complete assortment of 
12 pens in new color combinations 
and three new 79-cent Jumbo re- 
fills. The refill will be made available separately in one 
packs in medium point with blue ink. The company describ 
its Holiday pen as the result of two years of intensive 1 
and testing 





Paper>Mai 






tapered 















(Continued on page 62) 
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because 


SEMI-ibd 


OFFICE PENCIL 
EAD 


k, Said to 
punching 


contains 


LANOLIZED 


A leading independent laboratory has 
proven that the Semi-Hex office pencil 
writes smoother because it contains lano- 
lized lead. 
The effort ... the research . . . the pains- 
taking experimentation that went into 
the development of the Semi-Hex pencil 
means two things to you... More Sales! 
... More Profits! 
Investigate our ‘““Semi-Hex Dealer Plan” 
now. The profits are yours for the asking. 


3 





14 


whict 


- Write us for information today. 
tly 
form, now 


ALG. 


intr 


and econ 
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bled int 
“a 
ible unit 
k shifting 
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means of 
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eo ¢ CARTRIDGES - 
i. Generals SEMI-BEZ ~sau~ rer . @ 


e APPROVED FOR LEGAL WRITING 
« WELL MOT LEAK OR SMEAR 


mena aan om: 


Refill Regular Point Refill Fine Point 
10.80 per gross 14.00 per gross 


tenerals | | 
MEME HER 


“BALL” PEN 


Ball Pen, one pen on a 
Card, 21.60 per gross 
v P ; 
ompa® “ (Regular Point) 
enctt = us & 


. SEMI-HEX 


Ball Pen Regular 12 on 


Card, P P. 
ons ag mpeg BALL PERS 
Prove BEST! 
\ t 
many Ol 


Tested by New York ' ould 
Testing Laboratories, Inc. tutions, 


good n 
The Semi-Hex all purpose Ball Point ie Rat 
Pen was scientifically tested by the New =o : 
York Testing Laboratories, Inc. against in my 0 
three other leading pens. These pens 
were priced considerably higher than : 
General’s Semi-Hex, one costing ten ner shou 
times more. All pens were analyzed for he attairs 
smudging, evenness of line, leakage and ete this 
brilliance of script. a 
The results proved conclusively that phether a 
Semi-Hex is superior or equal to the t regular! 
three more expensive ball pens tested. 
Facts speak for themselves! For 
better pen at a better price 
it’s SEMI-HEX! 


» the 


Ball Pens Regular Point, 
18.80 per gross 


lam re 
ita recen 

"The t 
uid, “is 
Mery con 
n fact de 
fxecutives 
store as a 


NEST QUALITY ‘ your con 
TMI-HES BAL PENS with roars ” LL om your inst 


tHE generat = .6GAt oe and brea 


Ball Pen Cabinet 
22.60 per Cabinet 


o 
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GENERAL PENCIL COMPANY, JERSEY CITY, NEW JERSEY, U.S.A. 


In my Opinion 


> 
siz 


How to Lengthen Your Shadow 


Ymerson defined an institution as 
ithe lengthening shadow of a 


Many of you, I’m sure, have stores 
t could be classed as community 
because of the respect 
si good name which you yourselves 
we built up over the years. 

In my opinion, there is only one 
eto the question of whether a sta- 
met should take an active part in 
his community. To 
date this would be like arguing 
hether a man should breath and 
tregularly. A proper degree of civic 
¢ community activity is good for 
m not only as a stationery and office 
wipment dealer, but also as a man. 
Why is it then that so many good, 
field 
Goose to remain in the background of 
mmmunity affairs and permit what 
amounts to a blind spot in their 
human and corporate personalities? 
lam reminded of the advice given 
ta recent retail clinic. 

‘The thing to do,” the speaker 
aid, “is to take a leading role in 
“ery community activity. Encourage, 
afact demand, that every one of your 
Secutives do Build your 
“ore as an essential institution within 
jour community. Let the shadow of 
jour institution fall over the length 
ad breadth of your community, for 
ihe base of that shadow will always 


esitutions, 


attairs ol 


Misible businessmen in our 


likewise. 


MODERN STATIONER, APRIL, 1959 


be rooted in your store 

Some dealers have done this. 

One, about whom we have a story 
in this issue, is J. S. Matthews of 
Matthews Brothers at Wilmington, 
Delaware. Mr. Matthews is president 
of his local businessmen’s association, 
a past president of the Wilmington 
Chamber of Commerce and a director 
of several local businesses. All this, 
and he is hardly past 40! 

Leaving aside all of the personal 
satisfaction, what have been the busi- 
ness advantages of this activity for 
Mr. Matthews? He has become a first 
friend of bankers and other 
influential businessmen in the area. 
He has developed a good entree to 
many types of business situations. His 
company enjoys high prestige in the 
community, making it the store that 
people tend to think of automatically 
when they buy stationery and office 
supplies. 


name 


All right, so your store is not one 
of the main street giants and most 
of your trade is not the general public. 
Does this excuse you from being a 
useful citizen? It does not, especially 
when virtue in this case has its own 


obvious reward in the form of better 
business. 

Not everyone can be president, but 
it takes no great effort to accept 
gracefully and take your turn when 
committee assignments are being 
passed out. There is need for ‘‘Injuns”’ 
as well as chiefs, for precinct workers 
as well as mayoral candidates 

Some of the best salesmen in the 
country are insurance salesmen. And 
I have yet to come across a commun- 
ity service club without at least one 
insurance man on its roster. These 
same masters of personal salesman- 
ship are often found, also, in the 
forefront of charity drives, and you 
can be sure their activity is not en- 
tirely altruistic. 

Let’s face it. Our cities and down- 
town areas have problems. Many local 
functions are in danger of becoming 
federal ‘‘wards.” And only you and 
people like you can solve the prob- 
lems and reverse the trend. Simply 
by doing your fair share for the com- 
munity, you can do yourself and your 
business a favor. 

I suggest that we all try to 
“lengthen our shadows 


MacethD Shaved 

































































all Art Stockman, sales manager, reports 


the firm gets added benefits from sales 
meetings because of the active partici- 
pation system. 





Everyone tak has his say at Hutch-Line sales 
meetings. As a 


products i st oveg the years has grown, not lagged 


®© if the sales manager stands up and ply firm, at Hutchinson, Kansas. sales meetings. His method, he says 
does all the talking, you don’t Mr. Stockham believes he has a can sell more to customers and make 

make best use of the assembled tal- better method, which has spurred so them better satisfied, and it also can 

ent,’ says Art Stockham in speaking much interest that employees actually sell the value of meetings and prod 

of sales meetings. He is sales man- do homework and study during their uct knowledge to employees. 

ager of Hutch-Line, Inc., office sup- lunch hours to put more “‘sell”’ into The Hutchinson sales manager 


found his right approach in true aud 
lence participation, where the em 
ployees themselves did the work and 
“produced” the meetings; not all a 
once, but according to a prearranged 
plan with which they all were familiar 
several months in advance. The ss 
tem has been in effect for thre 
years now, and interest has increased 
along with results over this period 
Mr. Stockham reports. 

The system works this way. 








Giving meetings their true importance, 
President V. E. Keller takes his regu 
turn with employees and accepts 
lenges and arguments just as they do. 
Treasurer, secretary and sales manage’ 
also take part, in turn. 
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Mr. Stockham makes out a schedule 
f the entire year's sales meetings 
ind posts it 1 idvance. Each of the 
yweekly meetings covers a certain 
abject, and each is assigned to a 
agin employee. That employee, 
yen, is responsible for the presenta- 

on that particular subject at that 
urticular meeting. 

The employee may handle it any 
way he or she wishes. Most favored 
» both Mr. Stockham and the em- 
siovees is having a factory represen- 
utive in for part of the meeting. 

All the people here look up 

the factory reps,” the sales man- 
wer reports. ‘They feel that these 
vn are the final authorities and 
syst necessarily know all there is to 
inow about products and how to use 
ind sell them. 

Often that is true, and sometimes 

isn't. But even when it isn’t, the 
tory men have valuable ideas and 
weriences to share, and these are 
ore valuable because of the respect 
ur people have for them. Only hitch 

this practice is that the meetings are 

) Saturdays, and often it’s hard to 
ta sales rep to come out on a 
uaturday. 

Whether a factory man is present 
not, the employee in charge of 
ne meeting must spend at least 15 

nutes on the subject, so there’s no 
ay of getting out of the assignment. 

All the meetings are opened by 
Mr. Stockham himself, who discusses 
iles events of the past week, policies, 
umpaigns for the month, purchases 
{items not normally stocked and 
her matters. An important part of 
s initial discussion is the news- 
uper advertising for the week, be- 
ause he finds that sales personnel do 
much more effective job, with more 
aterest, when they know in advance, 
what is being advertised. 

Mr. Stockham then introduces the 
employee in charge of the meeting 
ind announces his subject. Normally 
he sales manager will have consumed 
“out 15 minutes by this time, and 
te employee must then fill out about 
‘} minutes or a bit more, with or 
without factory representative. The 
‘st 15 minutes being devoted to the 
wubject by the employee himself, the 
maining time is for questions 
and suggestions. 
_ Taking part in these meetings are 
‘our outside salesmen and three floor 
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Hutch-Line employ- 
ees take their 
turns in conducting 
sales meetings, do 
their own re- 
searching from li- 
brary of manuals 
and magazines 
maintained in 
meeting room by 
management. 





wrinkle, 
however, making the meetings much 
more meaningful and important, is 
the fact that delivery and phone per- 
sonnel also must attend and take their 
turns, as well as Mr. Stockham him- 
self and the firm's president, V. E. 
Keller, the treasurer, L. S. Keller, and 
the secretary, F. E. Phillips. 

“When the top brass pitches in 
and tries to do a good job in the 
same way the employees are expected 
to do, everyone believes in the sys- 
tem that much more,” Mr. Stockham 
says. ‘“We know it is important, and 
this way we convince everybody of 
its importance.” 


salesmen. An 


interesting 


Attendance, however, is not com- 
pulsory. With salesmen involved, it 
can't be. And at times the inside 
people have good reason for being 





Employees have 
more interest, use 
lunch hours to 
study for their 
presentations. Each 
gets about three 
turns per year and 
thereby learns at 
least that many 
subjects thorough- 
ly. 


absent. But there is almost no ab- 
senteeism, because the sales meetings 
are considered part of the job. 

The store opens at 9 am. on 
Saturdays, and the meetings start at 
8. They usually run about an hour 
and 20 minutes, which is the maxi- 
mum for holding interest, Mr. Stock- 
ham feels. Right after 9 a.m. store 
traffic is very small, if it is there 
at all, so it doesn’t matter much if 
the meetings last until about 9:20. If 
a customer comes in, he can be seen 
from the balcony at the rear where 
the meetings are held, and one of 
the floor personnel goes down to 
take care of the customer. 

Why do phone and delivery per- 
sonnel take part? 

“That puts an important plus in 
our sales and service,” according to 
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Mr. Stockham. “Much customer con- 


tact is by phone or delivery. A phone 
girl can answer a lot of questions, 
keeping customers from calling some- 
where else, when she knows the prod- 
ucts and what they do, and how to 
sell them. 

“And the delivery man is also im- 
portant. For example, many orders 
come from purchasing agents who 
won't be using the supplies them- 
selves. But the supplies might be de- 
livered direct to the using office. 
There the office manager or secretary 
might think this is the wrong thing - 
especially with filing supplies. A de- 
livery man who knows his products 
and sales methods can explain why 
the purchasing agent ordered as he 
did, point out advantages, show how 
to use the supplies. This can elimin- 
ate a lot of phone calls and cut out 
a possible source of dissatisfaction.” 

“In ordinary sales meetings,” Mr. 
Stockham says, “there often is a mark- 
ed lack of interest. Sales personnel 
get tired of hearing the same person 
get up and talk and they don’t learn 
much. With the Hutch-Line 
each person, through the course of 
a year, becomes intimately acquainted 
with two or three subjects as_ his 
turn comes up. And, in a form of 
competition among themselves, the 
sales people like to challenge each 
other on other subjects as 
attempt to put on the best perform- 
ances themselves. 


Sj stem, 


well as 


“And it’s a good way to teach, 


26 


The payoff comes 
not only in better 
sales people, but 
also in important 
plus salesmanship 
by telephone per- 
sonnel and de- 
livery men. They 
can handle sales 
problems on the 
telephone because 
they, too, are in 
the sales meeting 
schedule. 


especially difficult subjects that they 
would never grasp in any other way,’ 
Mr. Stockham believes. ““An example 
is visible equipment, an area in which 
a salesman must know a lot about 
filing methods and the customer's busi- 
ness before a system can be devised.” 
On this subject, Mr. Stockham him- 
self conducted the first two meet- 
ings. It roused enough challenge so 
that others felt moved to try it. By 
now there have been eight different 
meetings on the subject and while 
it is by no means mastered, at least 
the store probably has one of the best- 
informed sales this field. 

“There are other advantages,’ Mr. 
Stockham “This we get 
fresh ideas on handling customers and 
making sales, and on display of our 
merchandise, which we wouldn't get 
in any other way. We get arguments 
and differences of opinion at every 
meeting, and that’s the best way for 
all of us to learn and it’s the best in- 
dication of continuing interest. 

“It also helps in our promotions. 
In July and August, for example, we 


forces in 


says. way 


have a special sales program on year- 
end supplies, such as ledger sheets, 
calendar pads, binder cards, and so 
forth, for year-end delivery and they 
aren't billed until delivery. This per- 
mits us to buy in a more orderly 
manner and we offer 5 percent for 
these advance orders. We follow up 
in November kind 
of deal, because by this time many 
customers they are making 


with the same 


know 





money for the year 
their purchases in this year's busines 
Many more will buy in Novemb.. 
that held out before. Well, the . 
meetings, with their arguing and id 
exchange, put more interest jnto , 
campaign of this type, and the ide 
of the November !ollow-up pa 
out of one of meetings, ¢ 
we get good quality, high level think 
ing. And,” Mr. Stockham Points oy 
“that kind of idea wouldn't con 

from employees if the sales manage 
stood up and did all the talking.” 

The employees get their inform 
tion basically from a library of mam 
facturers’ manuals kept by the fir 
in the sales meeting room. The ibm; 
is augmented by trade magazines ; 
the office supply field and coverings 
selling and business management — 
but only those which have valubi 
articles in them. Employees also are 
free to use any other source the 
might dream up. Imagination is e. 
couraged in source material and pte: 
sentation. 

While these meetings are bi-weekly 
Mr. Stockham also has other meeting 
on the in-between Saturdays with his 
outside salesmen. “We have to dis 
cuss close outs or accounts or mer 
chandise each week,” he says, “but 
this involves only myself and the 
outside men.” 


d want to ». 
fe 


rr 


the S\ 


Mr. Stockham says there are only 
a few rules for this type of sale 
meeting: 

1. Bosses should participate to give 
the meetings their true measure oi 
importance. Sales manager participa 
tion in his regular turn and as moder 
ator is ideal. 

2. Discussion must not be inhibited 
by rules and regulations. If listeners 
must wait for their questions, they! 
forget them and much of the value 
will be lost. Interruptions must be 
permitted at any time — even @ 
couraged. 

3. The library must be kept alive 
If it starts out with a certain set ¢ 
manuals and the same ones are there 
no more added during the year, th 
learning process will lag. Articles 
magazines and manuals should b 
added constantly. 

“This firm has been here 91 yeats, 
Mr. Stockham says, “but we ha 
fresh life every week because ever} 
body has his voice and is heard from 
often.”’ 
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There’s a right way and 


awrong way to handle 
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y of the minor benefits of being 
a dealer is the privilege of get- 
ng merchandise for personal use at 
vholesale. Years ago it was a common 
mactice for business proprietors, to 
withdraw goods for their personal use 
without bothering to reflect the value 

f such mechandise in their account- 
ng records. In short, their annual 
et earnings included not only cash 
arnings but an undetermined, often 
ubstantial, ‘‘in kind’’ amount besides. 
This was never a mark of sound 
management because it misled owner- 
hip as to true earnings. Now it is 
legally frowned on by the Internal 
Revenue Service. In states having an 
ncome tax or sales tax, the appropri- 
ite taxing agencies also have an in- 
terest in the practice. 

On Schedule C, the Profit (Or 
loss) From Business form of the 
Federal Income Tax Return, there is 
4 significant qualifying question on 
une 3. In reporting merchandise pur- 
chased during the year, this must be 
idjusted by reporting the value of and 
deducting “any items withdrawn from 
business for personal use.’ This 
phrase recognizes that withdrawing 
merchandise for persorial use is a 
widespread business practice. It is 
4 dear indication that the Treasury 
Department is fully cognizant of the 
practice, and that if withdrawals from 
laventory are not reflected in account- 
ing records this represents additional 
untaxed income to a dealer. 

Failure to report such withdrawals 
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ersonal Withdrawals 


from Inventory 


and adjust accordingly the value of 
during the 
year for resale is an alert to govern- 


merchandise purchased 
ment auditors. Such an oversight may 
invite a full scale audit not only of 
the current return but earlier ones as 
well. 

How it works. 
withdraws from inventory for his per- 


Suppose a dealer 


sonal use $300 worth of goods in a 
year. Suppose further that he does not 
take this into account in preparing his 
income tax return. He is in the 22 
percent income tax bracket. This 
means his adjusted gross income is 
understated by $300 and his income 
tax is understated by $66. Contrary to 
law, he has $300 in tax-free income 
and he may be in for trouble. 

Retail or wholesale. A dealer should 
make personal withdrawals on the 
basis of his invoice cost, plus freight 
in or any other cost incident to get- 
ting possession. He need not, and 
should not, charge himself the retail 
price. 

Sales tax. On such transactions, a 
a dealer should charge and remit the 
sales tax applicable to his cost price. 
If a particular sales taxing agency 
has special provision for reporting 
such transactions or withdrawals these 
should be observed. 

Bookkeeping. A record of all per- 
sonal withdrawals, including a de- 
scription of goods and date of with- 
drawal should be kept. This record 
should become a permanent part of 
income tax work sheets for reference 


after filing an income tax return, if 
need be. 

Don’t leave space blank. Vf, in fact, 
there have been no withdrawals for 
the year, the word 
inserted in the space on line 3. This 
is evidence that a 
overlooked reporting withdrawals. 

Partnerships. In the case of partner- 
ships, it may be best to handle per- 
sonal withdrawals as regular trans- 
actions, each partner paying for his 
withdrawals as would a regular cus- 
tomer but, perhaps, being given the 
benefit of cost price. This practice 
will eliminate some bookkeeping, 
avoid the need to adjust cash with- 
drawals of each partner to take into 
account ‘in kind’ withdrawals. How- 
ever, in filing the partnership in- 
formation return it may be prudent to 
append a footnote indicating with- 
drawals from inventory are not separ- 
ately reported because personal ac- 
quisitions are reflected in gross re- 
ceipts. 

Here, too, it may be advisable to 
retain a record of purchases made by 
each partner during the year, even 
though these are handled as regular 
cash transactions. 


‘none’ should be 


dealer has not 


If a dealer does not report personal 
withdrawals from inventory, does not 
specifically indicate none have been 
withdrawn, or fails to report with- 
drawals have been paid for and are 
reflected in gross receipts, he is in- 
viting inquiries that could have been 


avoided. 
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Store sales and profits are up at 
Matthews Brothers under a bonus 
system that rewards inside sales peo- 
ple who push high profit merchan- 
dise. This incentive plan is described 
by the owner as part of “the best 
possible compromise” between 
service 


self-service and clerk 














J. S. Matthews, President 
Matthews Brothers, Inc. 
Wilmington, Del. 






















Is This a Problem? 


Homer Lay, manager of the National Stationery and Office 
Equipment Assn., tells of 187 shopping tests at stationery stores in 
three big eastern cities. The shoppers were instructed to buy a 1-inch 
ring binder, and to take the best ring binder offered them, as well as 
any related merchandise which was suggested. 

Only 18 returned with filler paper. Only one brought back 
filler paper and a set of index leafs. And not one of the test shoppers 
was sold a genuine leather ring binder with both index sheets and 


filler paper! 


















The Wilmington stationer looks upon the street store as th 
face of his firm, and he believes in keeping that face as fresh 
and friendly as he can. 


An I 


For 


A fee experimenting with various 
‘™ techniques of self-service and 
clerk service, J. S. Matthews, pres 
dent of Matthews Brothers Station- 
ery Co., Wilmington, Del., thinks he 
has found a winning combination. It 
includes a policy of granting bonuses 
to floor clerks for each sale above 
a given price in selected lines. At 
the same time, it eases the supervisory 
work of a manager who must bus} 
himself with hundreds of other daily 
business details of an expanding tt 
tail operation. 

“Our firm,’ Mr. Matthews sas 
“has a staff of 35. Eight are outside 
salesmen. They're on a commisside 
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Floor 


wsis, Which gives them plenty of in- 
centive. Ten are on our office staff 
and 12 in miscellaneous departments. 
They know their duties and their 
positions do not require a great deal 
ot selling ability. The other five are 
sales clerks in the store, and these are 
the people who need special guid- 
ance, 

Mr. Matthews, however, does not 
tave much time to take away from 
his desk to spend with his sales clerks 
0 pep talks, sales meetings or per- 
‘onal analysis. An incentive system 
developed by him takes the place of 
most of this guidance. It makes the 
detks alert. encourages them to 
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and clerk service. 


become familiar with their products 
and makes good sales people of them. 
It also makes them like their job. 
“The system we use is very simple,” 
Mr. Matthews explains, ‘and has 
been used by other stationers, too, 
from time to time. However, I am 
not sure very many stationers main- 
tain it as a continuous policy. 
“Our policy is to grant a bonus 
to a clerk for each sale he makes, in 
selected lines, which goes above a 
given price — the price depending, of 
course. on the line. The list of lines 
for which we maintain this policy is 
rather broad. It includes most lines 
that give a good return for the mer- 


ina store with 4,000 square feet of floor space, Mr. Matthews believes he has found the right combination of self-service 


Salesmen 


desk 


chant, such as fountain pens, 
sets, brief cases, plastic playing cards, 
and all seasonal items that have to 
be moved. The bonus we give is quite 
liberal, and increases with the amount 
of the sale.’ 

The firm has had notable success 
with this policy on such an item as 
brief cases, which can range in price 
from $10 to $50. The clerks are en- 
couraged to upgrade the case sold, by 
being offered a graduating cash 
bonus. There is no bonus on a $10 
brief case, and on a $15 one there 
is only a slight bonus. But the bonus 
can amount to something worthwhile 
on a $35 or $40 case. And the firm, 
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as a result, sells a lot of cases in that 
price range. 

“This system has two advantages,” 
Mr. Matthews says. “It means more 
profitable sales for us, of course. But 
also, it makes a better clerk, and a bet- 
ter customer. The clerk gains con- 
fidence in his lines and his know- 
ledge of them, becomes more aware 
of the profit angles on sales of cer- 
tain merchandise, and learns good 
sales techniques. And the customer 
is usually impressed with the clerk’s 
knowledge of his lines and his greater 
enthusiasm about them. A customer 
who comes in looking for a brief case 
gets a really personalized tour through 
the line. And even if he doesn’t buy, 
he always appreciates the services he 
has received.” 

The “bump” system described is 
also very effective in getting rid of 
seasonal merchandise. The firm re- 
cently had several $35 poker sets in 
inventory, left over from the Christ- 
mas gift season. By offering its sales- 
men a $5 bonus on each set, the firm 
was relieved of the item in record 
time, and the clerks earned some pock- 
et money. 

Not all items in the stationery and 
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Mr. Matthews be- 
lieves it a mistake 
for a dealer not to 
make full use of 
the display mate- 
rials furnished him 
by his manufac- 
turers. He himself 
uses the displays 
extensively, but he 
does not ask for 
the materials un- 
less he’s sure he 
can use them. 


related fields are appropriate to such 
a system, Mr. Matthews cautions. Such 
things as most paper items, paper 
clips and ring binders would not 
justify this treatment. But on any 
“big ticket’’ line that gives a good 
return for the merchant this treatment 
proves successful, in his opinion. 

The firm is constantly expanding 
the lines covered by its incentive plan. 
It is now planning to add stapling 
machines to the long list of prod- 
ucts covered by the “bump” system. 

The sales techniques employed in 
the Matthews store in downtown Wil- 
mington are a picture of economy. 
The store is 200 feet long, containing 
1,000 square feet of sales area, and 
yet is served by only five full time 
clerks (with two others put on during 
the noon rush period). 

“We have experimented for some 
time,” Mr. Matthews says, ‘‘with self- 
service techniques, trying to find the 
best possible compromise between 
self-service and clerk service. It has 
taken a lot of time and money, but 
I now feel that we have evolved 
about the best combination possible. 
I think you will find that our store 
is ‘self-service’ to the extent possible 





in the stationery fi 
tent, I mean, that ; 
uncompromised _ ser\ 


d. To the Q 
CONSIStent wi, 


r to the wv 
tomer. 


An adage that Mr. Matthews is fr 
quently heard to quote is that 
takes money,” A; 
this adage could be said to have be 
his operating philosophy when he ; 


money to mak 


modeled and expanded his retail go, 
in 1955. He spent, he says, a sm 
fortune on display fixtures whid 
less than two years later, he had 
replace. This not being afraid to » 
plan, to hindsight, is 

sponsible for his store as it is tod 


acc ept 


“Our original units were not righ 
We had mostly supermarket-type x 
dolas, and they just looked too che 
for this type of operation. I tel 
think the stationery trade is a q 
above the grocery trade, and that why 
goes in a grocery store has no phi 
here. So I put in some more ¢ 
pensive looking units, but found | 
could not keep enough stock in ther 
Now I base my display on ishand 
type units, which allow good displ: 
and still permit the maintenance ; 
a fair amount of stock on the floor 

Mr. Matthews has learned that the 
best possible modern. stationery stor 
will use a variety of display fixtures 
including island displays and sloping 
shelf-type units. Flat counter-type 
units are, he feels, the least suitable 
as they do not facilitate display, and 
take up a lot of room. “These vw 
have,” he says, “but we take then 
out only at Christmas, and put them 
in the front of the store for gilt 
merchandise.” 

Mr. Matthews believes that a st 
tioner who plans to adapt modern 
merchandising methods to his stome— 
and that has been what he has don 
— makes a mistake if he does/me 
make full use of the display m@ 
terials furnished him by his mat 
facturers. He himself uses display 
zealously, and as a result manufac 
turers do not hesitate to give hie 
some pretty elaborate and expensive 
materials. They know he will ws 
them. His advice for a consistent pol: 
icy on the subject of displays: “Daa! 
ask for a display unless you sen¢ 
to use it.” 

Another thing which Mr. Matthews 
feels very strongly about is keepiag 
his store neat and clean, “There 
no sense investing a lot of money 
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ach office a unit in itself. Mr. Matthews reports the 


ible director of purchases, who has been with the client 
firm for more than 25 years. 














tenly fixtures and then letting the In addition, Mr. Matthews has his ness of this firm is not written in the 


ius grow thick on top of them. Our store thoroughly cleaned by an out- store. And yet the dealer who does 
Jerks keep our displays neatly stock- side crew three nights a week not keep his store up to date is mak- 

and to help them I have a full “Success in the stationery field is ing a big mistake. The store is the 
me janitress who spends the entire dependent on a number of factors,” face of his firm, even if he writes 
iy in the store, dusting, sweeping Mr. Matthews observes, “‘such as 90 percent of his orders outside of 
a tidying up, polishing the desk, maintaining good lines and good serv- it. He should keep that face just as 
so forth ice facilities. A big share of the busi- fresh and friendly as he can 


7 
{ , 


100 Pereent Satisfied 


od bye is the only job I have ever done wherein the 
top executives have been 100 percent satisfied with 
heir offices and each likes his own better than the next.” 
That’s how J. S. Matthews of Matthews Bros., Wil- 
ngton, Del., describes the reaction to these offices, which 
ere completely designed and furnished by his firm. 
The scenes are of the president's office, the treasurer's 
ffice and the board room at the home office of Family 
Finance Corp., one of the world’s largest loan companies 
with 263 branches in 32 states. 
Great latitude in decor and color was used to make 


ob was made easier through coordination by an extremely 








il a a i i i i i i ee ee —— 


MODERN STAT ONER, APRIL, 1959 ee 


























Personne] 


The Common 











When a business grows 

to the point where you can no 
longer do most of the work 
yourself, you have to learn 
something about picking 

the right people to do 


the work for you 


( ys is an expanding business. All 

reliable forecasts indicate that it 
will continue to expand for a long 
time. This expansion brings prosper- 
ity, but also brings problems. As our 
businesses grow larger, we find our- 
selves doing less and less actual work 
ourselves and spending more and more 
time supervising people who do the 
work for us. The first key to being 
a successful supervisor lies in hav- 
ing the right kind of people to super- 
vise. 

The turnover of people in our 
stores, in our warehouses, and on our 
sales forces may be so rapid as to give 
the impression that we are in an un- 
stable business. Nothing could be 
further from the truth. 
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By Gordon . Cross, Pk. D. 


Consulting Editor 


A closer look at the personnel turn- 
over problem reveals that our em- 
ployees can be divided into two 
groups: (1) those who stay with their 
jobs permanently or semi-permanently 
and (2) those who stay for a short 
time and then leave or are encourag- 
ed to leave. The former group is an 
important element in our profit mak- 
ing. The latter group represents a 
serious loss. If we are to minimize 
this kind of loss, we must find ways 
of selecting employees who will want 
to stay with us and who will be de- 
sirable permanent associates. Let's look 
for some rules which will help us do 
a better selection job. 

It is a mistake to think it is pos- 
sible to establish a list of qualities 


which will serve as a check-list againg 
which to measure all prospective em: 
ployees. Of course there are a fey 
basic essentials which we expect 
find in any employee, such as hones 
intelligence and acceptable appex- 
ance. When we discuss these qualities 
we really mean that we would no 
knowingly hire a person who did not 
have them. If we are to improve our 
employment techniques, we must take 
a positive approach to the task of 
establishing standards for selecting 
people. 

We must start by recognizing that 
we will never find people who are 
perfect in every way. Such people 
are just too good to be true. We must 
look for the strengths of prospective 
employees and then see if we can 
use their strong qualities in our busi- 
ness. This is another way of saying 
that we should try to fit the individ 
ual to the job. 

In fitting the right individual to 
the right job, we start by analyzing 
the job before we consider the it 
dividual. Large companies make jo 
descriptions for every position in their 
organizations. These are always help 
ful, but most of us know our bus- 
nesses so well that we know what each 
job entails without making a formal 
description. We can and should, how- 
ever, write down a list of the qual: 
ties which are especially needed by the 
employee who does each job. 

It is best to try to have the most 
important quality head the list. For 
example, in making a list for a sales 
man, we might choose to start with 
the quality of facility in oral expr 
sion. Following that would come othe! 
attributes important in the job which 
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s¢ expect him to do for us. For a 
sockroom or warehouse worker, how- 
ser, we might look first for a quality 
{ patience and quietude or perhaps 
» indication of a liking for manual 
itivity. A little experimenting will 
how that you have become engaged 
a very fascinating study in human 
ehavior. 
The next step is to devise a method 
or making certain that the prospec- 
ve employee has the desired quali- 
ations. A good way to do this is 
plan carefully the setting for the 
aterview. For example, a would-be 
wlesman may well be interviewed in 
our own office where you can ob- 
gtve him as he tries to sell himself to 
ou under conditions similar to those 
which will exist when he goes out to 
ell your goods. 
A store salesperson, on the other 
und, should be interviewed in the 
wroundings where he or she may 
work, if it is at all possible. A good 
tail salesperson always has a genuine 
are and appreciation for goods. The 
xst way to detect that quality is to 
watch the reaction of the person when 
ke comes in contact with the mer- 
handise, Of course, this contact 
hould appear to be unplanned, but 
‘he results may reveal startling facts 
aout the prospect. 
A good stock handler will usually 
%a calm, well-organized individual. 
He might be completely out-of-place 
ind ill-at-ease in the strange sur- 
toundings of your office, but when in- 


"viewed among the familiar surround- 


ngs of boxes and packages, it may 
% possible to detect an inner reac- 
ton to the prospective job. You may 
“en see his eyes light up at the 
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prospect of setting things in order. 

Sometimes an employer is confront- 
ed with the opportunity of hiring a 
person of obvious character and in- 
telligence who is inexperienced in 
any phase of the work. It is a good 
plan to take such a prospect on a 
tour of the premises in order to check 
his reaction to several different situa- 
You will find this to be an 
interesting and rewarding experiment, 
well worth the time 

What to talk about in an interview 
is always an important question. The 
interview must seem to be casual and 
at the same time be businesslike. 
Above all, the ‘“‘busy business man” 
attitude should be avoided. This in- 
terview is important to the prospect 
and to you. There is no point in try- 
ing to hide that importance. The 
occasion should be given all the 
dignity and all the time that it de- 
serves. 

An application form is an impor- 
tant aid in preparing for an interview. 
In addition to providing a perma- 
nent record, the application gives a 
general background which should re- 
veal the type of person who is apply- 
ing for employment. There are many 
excellent available, but it is 
best to choose one that is uncomplicat- 
ed and is no longer than is absolutely 
necessary. The should be de- 
signed so as to reveal some of the 
special interests of the prospect. These 
facts can be used to plan a few open- 
ing questions which will create an 
atmosphere of ease. A casual con- 
versation may help to disclose the 
sort of impression the applicant makes 
upon strangers. 

If you have previously listed the 


ations. 


forms 


form 


qualities you are seeking, you will be 
able to direct the conversation in such 
a way that the applicant can be evalu- 
ated with respect to those qualities. 
Most successful businessmen are good 
judges of people. If they make bad 
employee selections in _ individual 
cases, it may be because they have 
failed to make adequate preparation 
for the interview. Preparation involves 
defining the qualities 
planning the interview so that the ex- 
tent to which those qualities are pre- 


desired and 


sent in the applicant will be re- 
vealed. 

Some employers like to use tests 
for screening prospective employees. 
It is doubtful, however, if tests are 
very valuable in smaller organizations. 
Tests frequently delve into psycho- 
logical factors which cannot be prop- 
erly interpreted by the layman. The 
amateur test interpreter, working by 
himself, is likely to apply certain rules 
too rigidly and too literally and there- 
by arrive at incorrect decisions. Grave 
damage can be done to the morale of 
an applicant, and grave errors can 
be made in employment decisions. 
Aside from tests of skill, this is an 
area the retail stationer had best leave 
to the experts. 

Choosing employees can be said to 
be similar to selecting merchandise 
assortments. The employee must fit 
into the organization just as mer- 
chandise must fit into the total as- 
sortment. He must be a person of 
good quality or he will reflect upon 
the quality of the goods you sell. 
Above all, he must be physically, men- 
tally, and emotionally equipped to 
do the job which he is being hired 
to do. 
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Decorator service, a used 
furniture department and a 
refinishing department 

are elements of the complete 
service that makes 
Capitol Office Supply 


a comer in competitive Atlanta 










James Hammond evolved a plan for the growth of his firm 
12 years ago. 


SERVICE— 


even when 


it hurts 


* 
. 
e 
* 

\ ot many customers know exactly 
© what they want in an office, but 
° Capitol Office Supply Co., a relative 

newcomer to the Atlanta scene, has 
€ found ways to help them decide what 


they want and sell it to them. 
The firm only recently completed 


its twelfth year under its present 


management. In 12 years of phe- 
Capitol has 


nominal growth, out- 





grown four locations in the city. Tw 
years ago Capitol moved into its ow 
four building on Peadhtre: 
Street. 

The success of the firm has bee 
due largely to its willingness @® 
spond to the needs of its custome, 
and its specialist approach to offic: 
supplies and equipment. In fastg@r 
ing Atlanta, the latter has paid of! 


story 
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Today, many 


+ it took a great deal of courage, 
view of the number of large firms 
ready servicing the office supply and 


u pment market there. 
| was in business for ten years 
dore 1 got a really first rate line 
metal furniture,”” says James Ham- 
nd, president and founder of the 
It was rough going, but we 
ade it. We made it primarily be- 
wse, handling less well known lines 
un some of our competitors, we 
alized that we would have to give 
«vice above and beyond the ordin- 
y. As a result of our service, we 
dan awfully good business in some 
these lines, and we developed a 
ety good reputation for ourselves. 
well known firms are 
sking to be represented by us in 
Atlanta.’ 
Mr. Hammond, 


revious 


without 
field, 


though 
experience in the 


wolved a plan for the growth of his 


rm shortly after it came into exist- 
xe, and this plan is just now reach- 
g its fulfillment. 

The Capitol plan has been to main- 
1in a complete office service setup, 
meet all possible office equipment 
eds. The tendency today, he feels, 
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Part of the Capitol plan is superior service on complete lines of office supplies. 


is for firms to give their big furni- 
ture orders to one source of supply, 
rather than to split them up among 
several dealers. In such a situation, he 
reasons, the dealer who can offer the 
most lines and services will get the 
most orders. 

A complete service, according to 
Mr. Hammond’s definition, must in- 
clude, as well as a representative se- 
furniture 
lines and the complete range of of- 


lection of wood and metal 
fice supplies, a decorator service, a 
and a 


department. 


furniture 
furniture 


used department 


refinishing 


Mr. and Mrs. Ham- 
mond have learn- 
ed that it is just 
as essential to ap- 
ply good sales- 
manship when you 
are working with 
a decorator as it 
is when you are 
not. The decora- 
tor service itself 
has to be sold. 


Capitol Office Supply Co. now has all 
of these. 

“The complete service,’ Mr. Ham- 
mond explains, “gives the stationer a 
a psychological advantage as well as 
a tactical one. From the tactical stand- 
point, it simply means that the range 
of suggestions he can make to a pros- 
pect are unlimited. From 


the psychological standpoint, it gives 


virtually 


the customer greater confidence in the 
dealer, and greater assurance that his 
money is being well spent. 

‘Few people,” he continues, “ have 
very definite ideas about what they 
want in an office. They want it to 
be nice, but if you try to press them 
you will in 
how 


discover 
vague their ideas are. And this 
vagueness, 


most instances 


more often than not, in- 
hibits them when it comes to spend- 
ing money. An executive is not too 
anxious to spend $1,000 on a desk 
unless he gets assurance that it will 
blend with his present office scheme; 
nor is he likely to buy a complement 
of furniture pieces and decor if these 


are being sold by an amateur with no 


other interest than the size of the 
sale.”’ 
Mr. Hammond works with two 


basis. He 
does not employ a full time decorator, 
simply because the services on a decor- 


decorators, on a contract 


ator are not required on a sufficient 
number of sales to keep one busy on 
a 40 hour basis. The use of two out- 
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The Atlanta dealer says he was in business 10 years before he got a really first rate line of metal furniture. Now he handles top 
lines in both metal and wood. Part of the Capitol plan still not realized calls for tripling the furniture display area. 


side decorators works very nicely, be- 
cause each has his own approach and 
his own specialties. This is important 
because an increasing number of sales 
are being made to offices which are 
not strictly businesses — for example, 
hospitals, churches, and schools and 
colleges. 

“A large order may take from six 
to eight months to work out on the 
drawing board,” he says, “and then 
as long to complete once it is sold. 
We pay the decorator’s fees, which 
are absorbed by the cost of the furni- 
ture. The markup on most furniture 
items is sufficiently large so that we 
need not add the decorator’s charges 
to make a fair profit.” 

The firm’s decorators are primarily 
home furnishers, although one of 
them has had considerable experience 
in office decorating. She does most 
of the more extensive jobs, while the 
other decorator, who has had less ex- 
perience in the office furniture busi- 
ness, handles most of the smaller 
ones. 

Decorators are not called in on all 
office equipment orders. Unless a sale 
requires the ordering of drapes, ex- 
pensive fabrics or the drawing of a 
coordinated plan, Mr. Hammond or 
his salesmen handle the orders. He 
himself goes out with a salesman on 
any job that looks like it could use 
the services of the decorator, in order 
to determine the best approach to the 
sale. 

Mr. Hammond feels that the failure 
of many stationery firms to sell of- 
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fice equipment successfully on a dec- 
orator basis is that many of them 
think it is enough that the services 
of a decorator are acquired, and that 
the furniture does not have to be 
sold just the same. This is far from 
the truth, he observes. 

“The decorator does not se//,” he 
says. “He often makes the sale pos- 
sible, or makes it larger than it would 
otherwise be; and surely his seal of 
approval on an office plan helps make 
the sale. But it is just as essential 
to apply good salesmanship when you 
are working with a decorator as it 
is when you are not. In many in- 
stances, the decorator’s services them- 
selves have to be sold. Some busi- 
nessmen are reluctant to make such 
a ‘production’ out of an office furni- 
ture order.”’ 

In those instances in which a cus- 
tomer is already sold on redecorating 
his offices, the first step, according 
to Mr. Hammond, is to make a thor- 
ough analysis of the nature of the 
job. This entails visiting the office, 
determining the scope of the job — 
for example, the number of offices 
that will be included in the plan — 
and getting an estimate on the amount 
of money that the customer is willing 
to spend. The answers to these ques- 
tions will determine whether a decor- 
ator is required, or whether the job 
can be handled by the salesman. 

In jobs where there is a limited 
budget, Mr. Hammond notes, the fact 
that his firm offers a complete of- 
fice service works to his advantage. 


Many such jobs entail the buying of 
some new equipment and refinishing 
of much of the old equipment. A 
firm that did not have a refinishing 
service would have a hard time pet 
ting the order. 

The importance of analysis in attack 
ing a job is extremely important, Mr 
Hammond feels, because it is the 
surest way to eliminate the majority of 
those instances in which the stationer 
spends a lot of time and money draw 
ing up a plan only to have it rejected 

“This is still a hazard of this type 
of business,” Mr. Hammond si 
“But intelligent salesmanship and’ 
well thought out approach to ei 
job can cut it to a bare minimum™ 

The best office redecorating sale 
come from personal contacts, ME 
Hammond observes. And thus #8 
necessary, in his opinion, to offer 4 
complete office service not only @ 
equipment and big orders, but ai 
on supplies. It means not only handh 
ing complete lines, but offering # 
superior service on them. - 

The extent of the competition it 
Atlanta has meant that the local # 
tionery customer has become 
spoiled, he notes. Often it is 
sary to give much better service 
is merited on a sale, just to meet 
competition and gain good will 
which could pay off in some 
business in the future. “It is not 
heard of for us to make truck 
livery on a $1.50 sale,” he 
“Competition keeps a dealer on 
toes in Atlanta.” 
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NOFA Sales Institute 
To Precede Convention 

A day long pre-convention sales in 
stitute will again precede the annual con 
vention of the Na 
tional Office Furni 
ture Assn 

Dr. Joseph W 
Thompson, formet 
associate protessol 
of marketing at 
Michigan State 
University, will 
conduct the sales 
institute on Thurs- 
day, April 30, at 
convention head 
quarters, Hotel Fontainebleau, Miami 
Beach, Fla. 

Dr. Thompson was recently appointed 
director of Michigan State’s School of 
Hotel Management. He is well known 
for his provocative sales training pro- 
grams. 

The sales institute, running from 9 
am. to 5 p.m., will be keyed to this 





Dr. Thompson 





year’s convention theme, ‘Selling in the 
Jet Age.’ Cost for the one-day session, 
including lunch and coffee breaks, will 
be $10 for members and $12.50 for non- 
members. Dale J. McKnight, Lackawanna 
Leather Co., is chairman of the sales 
institute. 


Information on the four-day conven 
tion and exhibit which follow can be 
obtained from NOFA, 327 S. LaSalle 
St., Chicago 4, Ill. 


United Printers Move Office 
United Printers and Publishers, in an 
official ribbon cutting ceremony in Jan 
uary, formally announced the opening 
of their new executive offices and prod 
ucts display center at Canada House, 
680 Fifth Avenue, New York City 
Cutting the ribbon was Paul O. Keefe, 
deputy mayor. The United family of 
products consists of Rust Craft-Volland 
Greeting Cards, Gerlach Bartlow, Greet 
ings, Inc., Brownie Block Prints and the 
newest member, New England Art Co., 


make of engraved products 
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Members of the national speakers troupe at the 14 spring regional meetings 
of the National Stationery and Office Equipment Assn. wil! include Jonny 
BRAIN, NSOEA president, speaking on “Markets for Tomorrow,” based on a 
survey of leading industrialists to determine tomorrow's office needs; CHARLES 
MoRTENSEN, NSOEA general manager, ‘Market Policy Decisions and Oppor. 
tunities’; L. G. Morris of Eaton Paper Corp., NSOEA vice president, “Manage. 
ment for Profit in Supplies’; and a session conducted by HOMER Lay of the 
NSOEA staff with audience participation on “Managing Salesmen for Profit.” 
In addition an AT & T spokesman will give tips on telephone selling. All mem- 
bers of the industry are invited to the regional meetings. Dates and sites appear 
in the Stationers Calendar, page 80. Further details may be secured from 
NSOEA headquarters, 740 Investment Building, Washington 5, D. C. 

4 x cs * * 


The magic number is 600 for NSOEA’s 9th Region convention committee 
BILL KIMBRELL, interim governor, reports that a total of 600 dealers, travelers 
and ladies is by no means too large an estimate for their attendance at Dallas, 
April 19-21. Headquarters will be the Statler-Hilton and a highlight of the ladies 
program will be a Neiman-Marcus visit. 

* * * * 


An office furniture supermarket was opened in February at 10-16 Washing- 
ton Ave., Irvington, N. J., by American Commercial Equipment Co. It features 
new and used office and den furniture. The company also operates retail stores 
in East Orange and New Brunswick, N. J. Mort SCHUMAN is president. 

F * ae ci * 


MILTON BLUTH, formerly secretary-treasurer of Davison-Bluth, Inc., Station- 
ery & Office Supplies, 148 Fifth Avenue, New York City, has been named presi- 
dent in a reorganization of ownership and personnel. He started as a sales clerk 
in 1940 with J. Schultz & Co., the former parent firm which began serving the 
trade from the same location more than 40 years ago. 


* * * 


Panel discussions of copying machines and dictating machines will be prom- 
inent features of the June 21-24 convention of the National Office Machine Deal- 
ers Assn. NOMDA also will have on display a full-sized, model office machine 
store. 

* * 

Coleman Office Outfitters, Savannah, Ga., will celebrate their golden an- 
niversary in April. Founded by the late NATHAN COLEMAN, the much expanded 
business today is managed by his only son, HENRY I. COLEMAN, a past governor 
of NSOEA’s District 4, former vice president of NOFA, and past president of 
Georgia and Savannah Stationers groups. NATHAN CHARLES COLEMAN, 18, now 
a college student of business administration, expects to become a third genera- 
tion stationer. Door prizes and souvenirs will be part of the Store’s April anni- 
versary sale. 

% * * 

Sales of business forms in 1958 rose to a conservatively estimated $350 
million, equalling the record volume of 1957, according to the Business Forms 
Institute. 

m 

Keynote speaker at the National Office Furniture Assn. convention in Miami 
Beach May 2 will be WALTER H. JOHNSON, JR., vice president and director of 
Capital Airlines. His topic: ‘Selling in the Jet Age.” 


Bi 


PAUL BURBANK, consultant and former executive vice president of NSOEA, 
will be keynote speaker at the 26th annual convention of The Stationery ond 
Office Equipment Guild of Canada May 25 
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< }} EATON’S BERKSHIRE 
TYPEWRITER PAPERS... 





prom- 


an again in 1958*... Berkshire Typewriter Papers were the first 
woice of actual users, extending their lead to 6634 percent ahead 
{the typewriter paper brand named in second place. For Eaton 
talers everywhere, this means that more ACCEPTANCE... more 

an MLES...more PROFITS result from featuring the complete 

— faton Berkshire Typewriter Paper line. 

yerno i 

ent of faton helps its retailers’ typewriter paper business grow year 

now iter year... with consistently dependable quality, and every 

enera- modern product and merchandising advance in the line that offers 

anni- ‘complete selection . . . a correct paper for every business use. 


lake advantage of this important profit opportunity. Write Mr. 

..G. Morris, Sales Manager, for complete details and samples of 

$350 taton’s Berkshire Typewriter Paper line... feature the brand |} 
nmost demand! 











Forms 
"Resul . Eaton’s new Sales-Engineered Package Design gives you many 
, meats of a survey of users of boxed typewriter papers by an new selling features .. . impulse sales opportunities . . . greater 
independent research organization indicate more people know Eaton’s reorder business . . . with America’s top line. in typewriter 

Miami Berkshire ...more people buy Berkshire . . . more people reconunend papers. First in quality, first in acceptance, first in sales. 

tor of Berkshire than any other brand of typewriter paper. : cateatiinieemniieaain - 

: ct LY o. 
OEA, : Q) 
, ond , Berkshire 


sf 


Typewriter Papers 





a 


poeow® 1 EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS + Showrooms: NEW YORK, 475 Fifth Ave. + CHICAGO, 6 N. Michigan Ave. 
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NEWS ESOS a ae From the Metropolitan Travelers Club holz, finance; Harold Hein, budget i. 


Committee Meets to Plan 


there were Martin M. Moldow and Wil- finance; George Reichman 


- -_< exhibit 
liam Lowenthal, general co-chairmen; Manny Klein, sales 


Irving Judkos 


Jerome J. Savage, exhibits, Herbert advertising. 
Third Annual Eastern Show Grayson, finance; James T. Hurley and Mrs. Sophia Ehrli executive 
The first meeting of the third annual Milton Stone, sales; and Sam Levine, retary. ; 
Eastern Commercial Stationery Show advertising. Mr. Lowenthal is in charge 
committee was held January 19 at the of registration ° 
New York Trade se Building. All Committee chairmen from the Sta- Credit Group Meets 
committee chairmen and members were tioners Assn. of New York are Carl C. The Stationers & Publishers Bog, 
in attendance. Judkoff, general chairman; Irving Stein- of Trade, Inc., elect Officers at 4 
C ; : annual meeting in New York Janus 
The group is an association of ; 
than 200 manufactu: organized 
the protection of credit and to promot 
and serve the mutual interests of me 
bers and their customers. William Ro 





Working on the 1959 Eastern Commercial Stationery Show are (front row) Irving 


Judkoff, Jerome Savage, James Hurley, Martin Moldow, Sophia Ehrlich, Carl Judkoff, 327 West Clark Street The store ha 
Harold Hein, Herbert Grayson and (back row) Milton Stone, Manny Klein, William completely mew fixtures and the lates 
Lowenthal, Emil Contreras, George Reichman and Sam Levine. equipment from front to rear, 










way, J. Wiss & Sons Co., Newark. N 
was elected president. Scott Foster, Dey 


nison Manufacturing Co., is first 
president and G. Fred Griffiths. ] 
Noesting Pin Ticket Co., is second y 


president. Continuing as secretary-tre; 
surer and executive vice president 
Edward O. Kallmann. Mary Tollock | 
assistant secretary and C. Harwood Py 
ker is assistant treasurer 


Pasco Dealer Moves 

Husk Printing & Office Supply, In 
Pasco, Wash., held open house for thre: 
days in mid-February at its new store a 


as INDIVIDUAL as 
your SIGNATURE... 


THE DIPLOMAT Changepoint’s new and distinctive pen 








set for individual use and office standardization. Available 


in chrome or gold alumalite ball pen or fountain pen. 


hang gpoint Yn 


TELEPHONE DI 3- WA ae SOUTH ROCKFORD 
TULSA 2O, OXLAHOMA 


IT'S NEW 


DIPLOMAT 
$3.95 
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WO0d Pa; 


w. s. 
World Salesman 


ply, In 
for three 
W store at 
Store ha 
the latest 


W.8.: That’s easy. Your customers get 
greater value ... you get greater 
profits. 


4.B.: Spell that out. 
W.$.: Webster’s New World Dictionary 


entries than the nearest compet- 
ing dictionary — 142,000 in all. 
Nearly 300 more pages — 1,760, 
count ’em. More than 3,100 terms 
illustrated. It’s a bigger book — 
6% x 9%. Stronger binding. Dis- 





is newest, biggest. 10,000 more . 


oe ; “ 
play it alongside any other desk 
dictionary and watch it outsell 

pen all competition. 

ble 4.B., What’s this “greater profit” bit? 

W.S.:0n orders for as few as 5 copies 

you get 40% discount. 41% on 
25, 42% on 50, 43% on 100, and 
so on. Bigger order, bigger dis- 

1. count. Bigger profit any way you 
figure it. 

RD 








4.B.: Uh-huh. Give me some more rea- 


sons. 


W.$.: Webster’s New World is “the ex- 
perts’ dictionary” — used and 
recommended by James Thur- 
ber, Sean O’Casey, Mark Van 


H.B.: 
W.S.: 











Doren, Clifton Fadiman, Alfred 
Kazin, Stuart Chase, Robert 
Hillyer, Erle Stanley Gardner 
and scads of other famous writ- 
ers. 


Eggheads! 


Sure, Webster’s New World Dic- 
tionary defines “egghead.” The 
entries are really up-to-date. All 
the definitions are brand-new .. . 
written from scratch . . . in mod- 
ern language. It’s the first truly 
new dictionary in more than 
three decades. That’s why up- 
and-coming business houses pre- 
fer it. 


WEBSTER ’s 
NEW WORI]D 





H.B.: 
W.S.: 


w.Ss. 


H.B..: 
W.S.: 


H. B. 
Hardboiled Buyer 







_|\"Give me one good reason 


why I should sell Webster’s New World Dictionary instead of the others. 


No kidding. 


And it’s officially approved at 
more than 1,000 universities in 
the United States and Canada. 


Any more reasons? 


:Got a million of ’em! All the 


people (and there are consider- 
ably more than a million) who’ve 
bought Webster’s New World 
Dictionary and wouldn't trade it 
for any other. 


O.K. I'll take 5. 


Take 10 and I'll send you a bonus 
copy free.* 








* On all NEW accounts they 
open, World Salesmen are au- 
thorized to make a SPECIAL 
INTRODUCTORY OFFER of 
11 copies at the price of 10 — 
that’s one FREE copy for every 
10 ordered. If you’d like a 
World Salesman to call, just 
drop a post card to Sales Man- 
ager, The World Publishing 
Company, 2231 West 110th 
Street, Cleveland 2, Ohio. 
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NEWS ‘ at the Desert 
26 6 8 8: &-O Oo. ® ee 


tel. He points out that 
program of business 


14th Region Invites All 


the Stardust Ho- Regional Conventi ) 


and recreational 





Grimes & 
a well balanced forth Co., 737 Sout 


ring Street, | 
Angeles, Calif 





activities will include a golf tournament, Each of the 14 re Will add its ov: 
To Fun-Filled Las Vegas a cocktail party by the Golden local touch to the program 
Members and friends of the National State Travelers private showing of 
Stationery and Office Equipment Assn the Lido of Paris Review, and profes Leasing a Specialty 
from all states and territories have been sional gambling instruction for the la A aco tin : Empise, Sikh 
invited to come “Frolic With the For dies Corp., has been « d in Oklsho. 
tunate 14th” at Las Vegas, Nev., on Featured speakers will include Gen. City, Okla., to pr 1 toa 
: city, la. I all ty of 
May 17. 18 and 19. oar Bob Scott, author God Is My C fice equipment on ase basis 
Carl Grimes, Jr., district governor Pilot 
issue ¢ invitation the 14th Di Full information be obtained by 
ee - sy vhi “es ‘Il b nter d writing (¢ A Grimes, Jr., NSOEA 1 ith Northwest Sales Rally 
ri ronvention, which wil e centerec \ gz “6 J ; An . 
“cs Is First of 1959 
The first of a n Or more | 


















NO. 350 
PRESENTATION 
EASEL 









T. M. reginered 


At last, a well constructed, 
reasonably priced lecturer's 
easel... which won't tip 

over! For sales presentations, 
lectures, demonstrations, 
displays. 


$25.00 List Price 
FOB: Glendale, L. |. 


EASELS MADE OF WOOD STAND UP BETTER! 


@ 28” x 36” chalkboard with padholder @ 2 28” trays (2nd 
tray for storage) @ Easy height adjustment: 44” to 80” = 
Portable = Compact ™ Solid construction @ Attractive finish 
Please write for literature mentioning this publication. 








ANCO WOOD SPECIALTIES, INC. 


GLEN DALE 2a. Y. 
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| Chapel Ant Shades wm cna noon = 


sales rallies throughout the country Wa 


sponsored by the Northwest Traye 


in January at Minneapolis 
Forty-two Travelers conducted pir 
different “shop clinics” for dealers ap 
dealer personnel during an afterno 
session. The evening program inedué& 


a smorgasbord and three top speaker 
Total attendance exceeded 200, w; 
well over half representing 40 so 
dealer firms in NSOEA’s seventh regior 
according to Larry Johnson, preside 
of the Northwest Travelers 
The nine shop clinics covered Joos 


leaf, pencils, carbon and _ ribbons, filis 


supplies, paper and envelopes, furnit 
inks and adhesives, wholesalers an 
miscellaneous category. Travelers ¢ 


ployed brief case displays and poi 
their product knowledge to _ instr 
dealer salesmen on selling techniques 















FEATURE THE NEW 


Chapel ptt 


Albums Ot 


Pauoncliged 
CHRISTMAS 
CARDS 


Distinguished Cards You'll Be 
Proud To Display 


A complete gallery of outstanding new designs, 
with customer's name elegantly imprinted 
Cards for every purse, person, and preference 

High style 
designs 
the popes 
sim shape 


the kind they'll be proud to send 


Novel Family cards 


1 
? with extra personal 
wiih and price appeal 
antl ils) 


Ltt 


Atso avaitable- 
aides of OF 


tinetive Christm 






Natural color photos 
of Christmas subjects 
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My 
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last post 


Sloan Simpson 
helps you sell 


AUTOCRAT VELLUM by White ¢ Wyckoff 


PNivolisl Taam ile olelacle( me) prom- 


nent women who wi ar -aie) 
YOU sell White & Wyckoff 


Products throughout 1959. 




















So 


.. Mademoiselle 


S 














Tineralie ta 


Write White & Wyckoff, Holyoke, Massachusetts for details. 
Showrooms in New York (30 Rockefeller Plaza) and Chicago (1536 Merchandise Mart). 





Value packed $2.25 Box for $1.59 
Advertised to 25,500,000 women 


Sloan Simpson, internationally famous society 
woman and TV personality, is ready to help 
you sell the extra value Autocrat box by White 
and Wyckoff. 


White & Wyckoff features the Autocrat Vellum 
line (69¢ notes to $5 gift cabinets), recommended 
by Sloan Simpson, in national ads to millions 
of women who buy stationery. 


You channel these women to your store by using 
the free Sloan Simpson display material. Your 
store becomes headquarters for White & Wyckoff 
products. 


Double Plus Quantity Deal No. $99-24 


Reg. Value $2.25 box — Special Price $1.59 


Retail Value: 
24 boxes (12 white, 4 blue, 4 seashell, 4 gray) 










Shoe SUM DAM 








1.59 each ....... $38.16 
Your Cost: 872¢ each ..... $21.00 
Your Profit (full 45% markup)...... $17.16 


—plus FREE display material 
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was the first time that such shop clinics Chicago meeting of the NSOEA Field 
had been part of a sales rally and of- Division; Homer Lay, NSOEA manager; 
ficers of the Travelers asked suggestions and John Christianson, vice 
for improving the format of this part Quality Park Envelope Co 
of the program. Mr. Lay described the 

Evening speakers included Paul Mills open to salesmen in_ the 
sales consultant who made a big hit with 
his talk on effective 


president, 


opportunities 
industry and 
urged better use of selling time 

Other | sales scheduled 
early in the year at Los Angeles, Seattle 
and Detroit 


speech at the rallies were 





Ed Williamson, left, of Elmer Krumweide 
Associates, runs through loose leaf sell- 
ing points for Derby Thompson, Acres- 
Blackmar, Burlington, lowa. 


A dealer, Augus: 
Braatz of 
Merrill, Wis., is flank. 
ed by four experts on 
filing supplies during 
afternoon shop dis. 
ic. From left to right 
are Jerry Olson, Wes 
Mfg. Co.; Floyd Mer. 
shall, Aico; Mr, 
Braatz; Merrill Hasty, 
Bankers Box; and Dik 
Fuller, Smead, 


Registration for the Minneapolis sales 
rally followed a preliminary meeting of 
Travelers in the morning. Manning the 
registration table are Earl Collins, cen- 
ter, and R. W. (Bob) Vater. The 
Traveler signing up is Dave Nicholson, 
Blackbourn Systems. Mr. Collins of 
Rockwell-Barnes is secretary-treasurer of 
the Northwest Travelers and vice presi- 
dent of the NSOEA field division. Mr. 
Vater of Joseph Dixon is first vice 
president of the NW Travelers Club. 





nese |!\V] 2.44 /REPEAT SELLERS 
MULTIPLY YOUR PROFITS! 


self-adhesive 


FILE FOLDER = 


Just 2 in the fast selling, 
profitable C-Thru line 





<q self-adhesive _—" al ee 
CORRECTION | foxes 
TAPE - no fuss, | C-THRU A-1 RULER 


muss, Stains or A real value 
ibrated 





LABELS -easier, 


+. 
> 
t 4 
ies. ‘2 = 
faster, cleaner. BH 


made to sell for 10¢ retail. Cal- 
l6ths rule one edge, centimeters on the 


10 colors plus white. 
8 labels per sheet 
with guide lines 


AVeny 


+43] 


Once used, Avery Self-adhesive 
File Folder Labels are reordered 
regularly with no reselling! Cus- 
tomers like the way they go on 
at the touch of a finger — they'll 


f j 4 soiled hands | 


Available in sheets or rolls 
1/6”, 2/6” and 5/6” widths 


Correcting a fluid duplicator 
master is so clean and easy with 
Avery self-adhesive Correction 
tape that one order follows 
another. The tape is applied over 


opposite. Transparent plastic in assorted colors. 
Handy beveled edges and cut-out figures. 














never go back to messy, sticky the error. Then the correction 
moistening of old-fashioned labels. is typed on the tape. C-THRU No. 27 SLIDE RULE 
YOU'LL LIKE THE ean ORDER TODAY! | A 
REPEAT ORDERS! f ; 


AVERY 
self -addesive 


- 


truly superb buy. Precision made with 
‘ | J) Avery F-line labels C-Thru laminated construction. Has decimal 
| a, } BUILD IMPULSE SALES! | equivalents, equivalent settings and rule with 
\ 


There are hundreds of inch and metric scales. Self-selling display 
uses for these handy, ; + 
available. 


convenient labels at home, store, office or 
Write for FREE C-Thru Catalog 


atti 


factory—for price marking, coding, identifica- 
tion, addressing, and 1001 other uses. Bright 
new packaging—27 popular sizes and shapes | 
— in easy-to-use sheet form. ORDER TODAY! 


AVERY LABEL COMPANY, Div. 116 


117 Liberty St., New York 6 ¢ 608 S. Dearborn St., 
Chicago 5 ¢ 1616 S. California Ave., Monrovia, 
California « Offices in Other Principal Cities 





RULES @ TRIANGLES © NAVIGATIONAL INSTRUMENTS © STENCILS @ PROTRACTORS © OTHER 


LAL 


CONN 


Write for AVERY SALES 
data—or ORDER FROM 
YOUR WHOLESALER 
TODAY! 
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lores Youd be proud to call your own: 


McWhorter -Young 


San Jose, California 





Bulman wall shelving and island units help 
McWhorter-Young do large volume in small space. 











Bulman planning and fixtures profit- 
ably utilize modest selling area 


McWhorter-Young’s Valley Fair Store in San Jose, 
California is one that any stationer would be proud 
to have. The selling space is modest — only 1500 
square feet — yet creative planning has made the 
most of the store’s key traffic location. “Bulman 
fixtures display a tremendous amount of merchan- 
dise in a very limited area” and produce “additional 
sales at minimum expense.” All this without crowd- 
ing, without infringing upon the planned open look 
that makes self-shopping so pleasant. Your store 
can look as attractive as this — and be as profitable. 


Call your Bulman representative—or write Dept. M. 


“LEADERSHIP BUILT ON THE RESEARCH AND 
EXPERIENCE OF OVER 34,000 STORE INSTALLATIONS” 


THE BULMAN CORPORATION 


Grand Rapids 2, Michigan 


NEW YoRK 


FT. LAUDERDALE, INDIANAPOLIS, MILWAUKEE, LOS ANGELES: GRAND RAPIDS 


pal cities @ Canadian subsidiary: Bulman of Canada (Store Equipment) Ltd., Toronto 


Offices in pr 
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ER rare 


Parker Names Winners 
In Pre-Christmas Contest 

Prizes worth more than $30,000 have 
been awarded some 400 stationers, drug- 
gists and jewelers in a national display 
contest sponsored by The Parker Pen 
Co. from mid-November until Christmas 

Fourteen hi-fi consoles were given as 
first prizes in seven geographic regions 
and in both window and counter dis- 
play categories. 

Among the first prize winners were 
George Salustro, Service Pen Shop, Bos- 
ton, Mass.; William Bergstein, Daniels 
Stationery, New York; Leonard S. Barr, 
Barr Brothers, Inc., Waynesboro, Va.; 
Joseph G. Lipic, Lipic’s Pen Store, St. 
Louis, Mo.; William T. Byrd, L. B. Herr 






Northern Indiana Stationery Co. at Ham- 
mond won a first prize in the central 
sales region with this window display. 


EE PAPER CoO., 
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& Son, Lancaster, Pa.; William Landis, 
Exchange Stationery Co., New York; 
Donald George, Northern Indiana Sta- 
tionery Co., Hammond, Ind.; Miss 
Norma Blazer, Kahns & Sons, Washing- 
ton, D. C.; Bon Marche Department 
Store, Walla Walla, Wash.; and Daly 
Pen Shop, Milwaukee, Wis. 


Pen and Pencil Makers 
Change Association Name 

The Fountain Pen and Mechanical 
Pencil Manufacturers Assn. voted itself 
out of and back into existence, in a 
manner of speaking, at its 17th annual 
meeting February 5 at Hotel Roosevelt 
in New York City. 

In recognition of the changing nature 
of the handwriting equipment industry, 
the group decided to dispense with the 
complexity of its original title and be- 
come known in the future as the Pen 
and Pencil Manufacturers Assn. The new 
name becomes effective July 1. 

Speaking before the group, Frank L. 
King, executive vice president, stated 
that more than 350 million ballpoint 
pens, 40 million fountain pens and 75 
million mechanical pencils were made 
in the United States in 1958. He noted 
that while ballpoint pen sales have in- 
creased considerably, fountain pen sales 
have retained their substantial dollar vol- 
ume. 

Charles Mortensen, general manager 





units. 


to order. 


supplying the 
nation’s schools 


through dealers 


| 
| 
| 


wherever there’s business activity 


you can offer sturdy, yet light- 
weight, matched aluminum framed 
Complete with hangers, 
easy to install or move. Stan- 
dard sizes. Special sizes made 


Stock and display most popular sizes. Port- 
able floor stand units also available. 





















































\\. <M, 


Charles K. Lovejoy, Scripto, who con. 
tinues as president, reports to the Foun. 
tain Pen and Mechanical Pencil Many. 
facturers Assn. On the left is Charles 
Mortensen, general manager of NSOEA 
and guest speaker at the meeting, A) 
the extreme right is Frank L, King, the 
group’s executive vice president, 


of NSOEA, outlined for the Broup the 
areas in which greater cooperation js 
possible and needed between associa. 
tions within the stationery industry, He 
hailed the pen industry's consistently 
high amount of advertising and publi 
relations, noting that the pen industn 
was generally ahead of the rest of the 
stationery industry in this regard. 
The group voted to keep its present 
officers for another year. They are 
Charles K. Lovejoy, Scripto, Inc., presi 
dent; George Bartol III, C. Howard 
Hunt Pen Co., vice president; Irving 1 
Willard, L. D. Van Valkenburg Co 
treasurer; W. Clarke S. Mays, Jr., Mar 


VISIBLE QUALITY 


you can sell at a profit... 
ee ae 
CHALKBOARD 


Videoplate or SiatoSteel 


M™ writes clean »« erases clean 
’ full-length chalk trough 


ars % 

: CORKBOARD a 

4 best tacking, Be 
linen finish 








| = Ter age OF), 


1918 no. narragansett @ chicag 
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Innediote Soles Iutense 


says: BRUCE BUCKNER Ohio Pen Shop 
Cincinnati, Ohio 


My new Panoramic Department generated immediate sales 
increases. It improved the appearance of my store so much 

. people just walked in to see how modern it was and 
stayed to buy. | display more cards in a continuous array 
. it’s great! 


says: MILTON L. CANOTAS Greetings, Inc. 





nt, Lawrence, Mass. 

Broup the My customers are impressed with the attractiveness 

€ration |: of my new Panoramic Department. | am proud of the 

1 associa job Gibson has done. The display of cards is the best 

lustry, He \ | have ever seen... lookers become buyers and our 

ONsistent|) cash registers prove the difference. 

nd publi 

1 industn 

st Of the 

ard. 

tS present 

They are Sara 3 S== 

NC., presi Ti gill. ow Mh oe md Let 2, el, Cat) 
Sieenel , : 2 ; wale . x f {* j 3 Fey! al ae 
Irving 7 

yurg Co 

Jt... Mar 













+ 


» G0 Pore 


A 
GREETING CARD 
DEPARTMENT 
Gibson . .. first again with the outstanding develop- ... you gain 8% card display, decide the merchan- 
ment in greeting card merchandising ...the result dising you wish ... arrange and rearrange it at 


of years of research. Two, three and four foot’ will. Each displayer is covered with magnificent 
lengths are joined to create one continuous flow grained Formica... more beautiful, more practical 
of greeting cards commanding your customer’s at- than wood. Gibson makes this finest of all greet- 
tention. No fixed separators, no double fixture ends ing card departments available to your store. 


THREE GIBSON- 
ENGINEERED UNITS 

(as at left, two feet, four feet 
and three feet long) may be 
joined end-to-end in any com- 
bination and for any length. 
Only two finishing panels are 
necessary at extreme ends. 
(Inside and outside corner 
units are available.) 





The Gibson Art Company 
Cincinnati 37, Ohio 


Rush my free Panoramic Display booklet. | want to see 























for myself. 
Name 
12-TIER UNITS recom. 
mended where limited space eae 
'S a factor in proper display. 
Holds ¥ more cards than ene 
Stier units. All units in both 
Sizes have adjustable levelizers Address 
to assure solid, floor- i 
y ms solid, floor-hugging 
} ixtures. Filing cabinet draw- - 
ers on double nylon ball bear- are ie 
ing rollers 


. roll easil 
never tip or spill, ee 


Peseeeseeseesessseessesese= 
eeeeeeeeeeeeeseeseeeeesscaad 
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EE RG sco eg esece as a 


shall & Meier Co., secretary. Wilbur K 


Olson, W. A. Sheaffer Pen Co., remains 
chairman of the executive committee 
and Mr. King remains executive vice 
president. 


Mr. Lovejoy spoke of a bright future 
for the industry, pointing out, however, 
that the manufacturers produce 
change through new product 
ment as they have in the past. He re 
called that 30 years ago the development 
of the 10-cent fountain pen heralded a 
period of growth unexcelled in the his- 
tory of the association. He expressed the 
opinion that the present advent of the 
10-cent ballpoint pen would have 
same effect on the industry as a whole 

Facts presented by Mr. Lovejoy in- 
dicated that the number of fountain 
pen manufacturers had declined 26 per- 
cent since 1952 from 52 to 36. In the 
same period the number of makers of 
mechanical pencils increased 11 percent 
from 70 to 78. In both areas, he noted, 
dollar volume was up since 1952. Switch- 
ing to ballpoint pens, he said the num- 


must 


develop 


the 


ber of manufacturers had increased by 
37 percent since 1952, from 73 to 100 

Other members elected to the execu- 
tive committee are T. J. Peters, American 
Improved Products, Inc.; Jules W. Led- 
erer, Autopoint Co.; John D. Horne, 
Eberhard Faber Pencil Co.; Robert N 
Wood, Esterbrook Pen Co.; Paul C. 


with 


OFFICE 


distributor. 





NEENAH, 
FOUNDED 
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Results are better... 


PAPERS FOR ANY 
PRINTING 
EQUIPMENT 


Try ODIN — mimeo finish, 
smooth finish or bond finish. 
Compare it with any office 
printing paper for brightness, 
surface uniformity, opacity — 
printability! Sized for pen and 
ink. Write today for samples 
and name of nearest 


Bercstrrom 


PAPER COMPANY 
WISCONSIN 





Frank Waterman receives a scroll from 
Mr. Lovejoy in appreciation of his many 
years of service to the writing equip- 
ment industry. 

Fisher, Fisher Pen Co.; 


Julius M. Kahn, 


David Kahn, Inc.; Alan J. Freedman, 
Ketcham & McDougall, Inc.; R. A. 
Lanoie, Lew Mfg. Co.; W. L. Main, 
Jr., Main Products Co.; E. B. Nichols, 
Nichols Products Co.; Ivan D. Tefft, the 
Parker Pen Co.; and Robert J. Burn- 


ham, Burnham Products Corp 


Book Publisher Dies 


Albert G. Saalfield, pioneer industrial- 


ist and chairman of the board of the 
Saalfield Publishing Co., Akron, Ohio, 
died February 7 at the age of 72. The 


company, founded by his father 60 years 
ago, is one of the largest publishers of 
children’s books in the world. 


(Colonial TWIST SLIMS 


Pink, Yellow and Sky Blue. 





23 Dealers in Running 
For Brand Name Honors 
Twenty-three deal in the Office 
equipment and category ae 
among finalists in annual “Bray! 
Name Retailer-of-the-Y ear” competitio, 
which reaches its cli April 15 wi: 
announcement of the nners. ; 
Included in the gre 
Certificate ot Distir 






Stati ry 










are four forme 


tion — winners 

































Baker's Office Equipment Co, Elyris 
Ohio; The R. P. Lewis Co, Flint, Mid 
George Stuart, Inc., Orlando, Fla: and 
D. Waldner Co., Inc, Mineola, Ney 
York. 

Other finalists in the cate 
Blied Printers & Stationers, 5 
Wis.; Howard W. Boise, Inc, 
field, N. J.; County Stationers, ] 
Ventura, Calf.; Dekalb Office 
ment Co., Decatur, Ga; H 


Douglas, Inc., Oklahoma City, 0 


K. Gill Stationery, Portland, ae 
Thomas Groom & Co., Boston, Mass. 
F. J. Heer Printing Co., Columbus, Gi. 
Matthews Brothers, Inc., Wilmington, 


Del.; Office Engineers, South Bend, ta: 
The Office Supply Co., Jackson, Mig: 
Parron Hall Corp., San Diego, Gilt: 
Plimpton’s Inc., Hartford, Conny Bp 
chester Stationery, Rochester, N. Y3 Roth 
Office Equipment Co., Inc, Dayton, 
Ohio; Shaw & Bordon Co. Spokane 
Wash.; Shelburne’s, Fresno, Calif; Spen- 
cer Stationery Co., Chester, Pas and 
Summerville’s Inc., Akron, Ohio, 


AND HOLDERS = 
A brand new candle with a continental flare. Overall a generous 9 “Nd oy 
10” length, ¥2" diameter — in 8 decorator colors. Holders feature 
new low scale treatment in design, are finished in antique Gold ’» 
White. TWIST SLIM COLORS: Red, Spruce, Pome, Light Green, White, e 


T 
No. 106 Twist slim candles only Ke ' 
No. 106C Packaged combination for promotions. Holder and 
doz. candles. \\c 
No. 107€C (illustrated top right.) Packaged combination for pre 
motions. Two single holders in antique Gold ‘s White 7} 
finish with box of 12 twist slims. 





1904 





Colonial Candle (o. of Cape Cod, Int 
HYANNIS, MASSACHUSETTS 
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PRE-SOLD thru 


CONSISTENT NATIONAL ADVERTISING 
reaching over 30,000,000 readers every month! 


ipo 


PULAR 
MECHANICS 


shewenerhi( resto 
:. ren ts oA 


Better Homes | 75 
VieColls HOLIDAYaates 
Ua «Al 


POST 5== | 
cae Redh. “ FAI FE! 


wy OTHER BOX- 


Speediy 
magic marker 


patented 


ase PROVES SUPERIORITY 


over all other 
ready-to-write 
felt-nib markers! 








These facts are important to dealers as 
they effect customer confidence and loyalty. To prove 
that “THERE IS NO SUBSTITUTE FOR SPEEDRY QUALITY 
AND PERFORMANCE” exhaustive tests were made by a world-famous 
research firm. The chart above, combining laboratory test results and exclusive 
Speedry features tell the story of Magic Marker superiority. Let these facts 
guide your purchases and protect your customer relations by 

specifying Speedry Products. 

Speedry means more business, more traffic, more profit! Only Speedry offers the 
most complete line of marking devices to answer your customer’s every need! 


All-Purpose MAGIC MARKER MAGIC MARKER BRUSHPENS 
D/R MAGIC MARKER = STENCILLING SETS 
LETTERING TEMPLATES 


©1959, SPI 








For complete catalogue, price lists, promotional and merchandising aids, write: 


SPEEDRY PRODUCTS INC., Dept. MS-15 Richmond Hill 18, N.Y. 
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Fred R. Smart, 
secretary - man - 
ager of the Sta- 

ook @ Fe ee A Od ee tioner & Office 
Equipment Guild of 


i—1—1@) i= a Canada, accepts 


Copy No. 1 of the 


four-color cat- 
When you Allen-ize by selling the R. C. Allen = cama The 


line your sales are easier, your profits great- Brown Brothers 
er. Take the R. C. Allen 10 key Model 5111 Ltd. Presenting the 
adding machine . . . it boasts of selling fea- initial volume is 


Alfred W. Daley 
tures galore that put it in a class by itself. president and aon- 
eral manager of 
Brown Brothers. 











VIEWS 
of the NEWS 





Here are the features that make your selling 
easier: Automatic credit balance . . . Auto- 
matic step-over multiplication . . . Positive 
back space correction ... Line correction and 
non-add keys . . . Credit balance, subtract 
Vale Meia-te ihm cole-1t-Siaue-1e Mar) la)-4(- Mme loll le) (-8-lale| 
triple cipher keys .. . plus the famous R. C- 
Allen Memory and Recall keys that make any 
fe} ol -1¢- 00] @r- 1am 2.40] 18 © 

So, make yourself a profit expert. . . by 
Allen-izing for more profit. 


we. 


4189 10 key 815 Full Keyboard 707E Portable 


R.C.Allen Business Machines, Inc. 


682 FRONT AVE., N.W., GRAND RAPIDS, MICH. 


Adding Machines ¢ Bookkeeping Machines « Cash registers 
e Typewriters « Safes and Insulated Files « Carbon Paper 
and Ribbons « Precision Aircraft Instruments 





| want to Allen-ize for more profit. Send me the 


Tracy Higgins, left, president of Higgins Ink Co., chats wit 
complete information. 


Capt. Richard Laning, skipper of the atomic submarine Seo- 
Name af wolf, during USO party at the Waldorf Astoria. Mr. Higgins 
is a member of the Board of USO Fund of New York and alte 


YELLOW | Address 7 chairman of the Business Machine and Office Equipment Divi- 
PAGES sion. 
oS City_ State 
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MAKE 
AS MUCH AS 


51% PROF 





by Switching 
ice) 
the New 


“A” MODEL Vi sOm atic. 








tories $. Meyers, right, Miami, Fla., dealer who is president 
d the National Office Machine Dealers Assn., accepts the 
fur millionth Royal portable typewriter on behalf of the 
ypewriter dealers of America, from Philip M. Zenner, presi- 
dent, Royal McBee Corp. The luncheon ceremony took place 
a the company’s headquarters at Port Chester, N. Y. 











It's a fact... R. C. Allen's dealer quota 
program offers you the b/ggest profit 
potential in the industry . . . for selling 
the most advanced, feature-filled mew 
typewriter on the market today. 


Window display at William B. Burford Printing Co., Indian- And, tt s available at the lowest dealer 
polis, features new Lyon desk line, including 60” by 30” cost in selling the school market. 
desk, 42" desk and 60” by 30” table. 
fe are some of the new VisQmatic’s features: 

@ new built-in dual card holder 
fully automatic margins 
fingertip tab set and clear buttons 
new automatic bail for instant paper insertion 
half space escapement and margin justifier 
choice of seven office-matched colors 


Write for information on an exclusive territory franchise. 


R.C.Allen 2 


Business Machines, Inc. rao’ 


s 









~ Associated Press and A. B. Dick Co. cooperated with New 682 FRONT AVE.. N.W., GRAND RAPIDS, MICH Are 
— Central to provide a News Digest for Commuters in : 
and Central Station during last winter's New York news- Adding Machines + Bookkeeping Machines « Cash Registers * Typewriters 


Paper strike. Safes and Files e Carbon Paper and Ribbons « Precision Aircraft Instruments - 
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Committee Outlines 
Mother’s Day Promotion 

Mother's Day gift sales will rise to 
a record peak of over $900 million this 
year according to estimates of the Na- 


MOTHERS DAY 


may 10 


her day of surprises 


tional Committee on the Observance of 
Mother's Day. 

A forecast issued for the 46th annual 
observance, on May 10 this year, in- 
dicated that 55 million families will 
spend an average of $17 to honor 








NEW neavy-puty 


Sensational New 


mothers, grandmothers and mothers-in- 
law. 

Retailers are expected to welcome the 
opportunity to take up the slack caused 
by the early 1959 Easter on March 29. 
The six-week selling period is themed 
to the slogan “May 10 — Her Day of 
Surprises,” as pointed out on official 
posters and streamers. A 22-piece dis- 
play kit is available for $7.95 from the 
National Committee for the Observance 
of Mother's Day, 129 West 30th Street, 
New York 1, N. Y. 

Suggestions for retailers include pro- 
motion of gifts that make life easier for 
mother, tie-in with a local theatre to 
offer prizes at a Mother's Day Matinee, 
starting a lay-away gift drive after 
Easter, or a prize to the mother of the 
first baby born on May 10 


Trophies Announced for 
NOMDA Membership Drive 

A president's trophy from Charles 
Meyers of Miami and three trophies 
each from Joe Rubin of Montreal and 
Vern Booher of San Pedro, Calif., will 
be awarded to 1959 membership cam- 
paign winners at the Cincinnati con- 
vention of the National Office Ma- 
chine Dealers Assn. in June 

May 23 has been set as the 
date for entering new members in this 
year’s competition. The national con- 
vention is June 21-24 


closing 


NEW 
WITH Revolutionary 
PRINT-O-PASTE INK 


The association has announced {o, 
mation of its 44th local, the Dini- 
OMDA, at Memphis, Tenn. R, § om 
ton of Memphis spearheaded the organiy 
ing drive in northwestern Mississipp 
and southwestern Tennessee. He js pees: 
dent; R. R. Douglas, West Memphis fe 
vice president; and David BenComo 
Memphis, is  secretary-treasurer, Te, 
dealerships are represented in the charte 
membership. 

Four dozen officers and directors oj 
NOMDA held a board meeting in Jany 
ary at Atlanta, Ga 


Buffalo Companies Merging 
Plans for the merger of two large of 
fice supply and equipment concerns jp 
Buffalo, N. Y. have been announced 
A new corporation, Besser-Swan, Inc 
has been formed, which will operat 
the merged companies of Besser’s In 
and Swan Printing & Stationery Co. The 
merger is expected to be consummated 
by May 1. The consolidated company 
will be at Besser’s location at 267 Pea! 
Street. Irwin S. Besser, grandson of 
the founder of the 98-year-old Besser 
will be president and treasurer of the 
new company. Harold W. Gale, presi. 
dent of Swan Printing & Stationery since 


he formed the company in 1948, will 
be vice president of the consolidated 
company. 





Un ew 










FOLD-O-MATIC 


All the features of the famous 
FH-5C Fold-O-Matic now avail- 
able in a heavy-duty FH-5HD 
size folding machine PLUS 
SUPER-POWER MOTOR for 
large production runs. 100% 
fully automatic with conveyor 
belt and receiving tray, port- 
able work and jogger table. 
Folds 120 sheets per minute 
(all popular folds) . . . conveys 
and stacks folded pieces. 


PRINT-O-SCREEN 


Patented ink pad permits silk- 
screen printing on any single 
cylinder duplicating machine. 
Machines may be run at high- 
est speed. Extra-sharp copies 
everytime. Five different nylon 
mesh layers pfovide perfect 
penetration and dispersal of 
Paste-type ink for electronic 
stencil work. Everlasting nylon 
won't clog, won't stiffen — 
lasts a lifetime. 


FOR USE WITH 
PRINT-O-SCREEN 


All the flow characteristics of 
, in @ semi-paste ink 
that “‘gelates” to a paste on 
contact with the drum. Won’‘t 


drip, won't separate, won't 
offset. Won’t bleed through 
sheet. Delivers ebony-black 
press-like impressions. Saves 
time, work, money. May be 
used with closed, open or 


reservoir type cylinder. 


PLASTI-PAKT INK 


invention! Just 
enough ink to print 750 fully- 


Marvelous 


typed post cards is vacuum 
sealed in a throw-away plastic 
film pouch, for quick, clean 
inking without waste. New, 
faster-drying mimeo ink spe 
cially compounded for postcard 
work. No mess, no fuss, 10 
worry. Perfect copy every time. 


Other famous PRINT-O-MATIC productse A-2G Card Size Duplicator @ Impress Twin-Pakt Stencils 
for all makes of machines @ Impress Formula 27 Liquid Duplicating Ink @ Fully Automatic Models 5-A (Manval) 
and 6-A (Electric) Stencil Duplicating Machines @ Model FH-5SC Fold-O-Matic Office Folding Machine © Diagraphy. 


addi peer Swale fo INC. 





724 W. Washington Blvd. 
Chicago 6, Illinois 
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MERRIAM MEANS 
GREATER PROFITS! 


pays you more dollars of profit for every 
dollar invested in inventory 











To get a clear picture of where your profits come 
irom, you multiply profit per item by the annual rate 
of turnover 

And the answer you get is that Webster’s New Col- 
legiate Dictionary, a Merriam-Webster, is one of the 
most profitable items in your store. There’s nothing 
like it for turnover, nothing like it for dollars of profit! 
Fast turnover like this doesn’t just happen. The su- 
perior quality in Merriam-Webster is recognized by 
teachers, parents, students, and businessmen the 
world over. Webster's New Collegiate is the only desk- 
size dictionary ever advertised regularly and contin- 
uously to the millions of readers of Life . . . as well 
as in Time. The New Yorker, Atlantic, Harper’s, 
Saturday Review and other leading publications. 


Dealers in all parts of the country have found that 





they make more money from dictionaries when they 
concentrate on Merriam-Webster. And with today’s 
great emphasis on education, the profit potential from 
this year-round best seller is greater than ever! Why 
not build a mass display in your store now? 


G. & C. Merriam Company, Springfield 2, Mass. 


Gentlemen: Please send me copies of Webster’s New Col- 


! 
| 
| 
| 
| legiate (No. 9, indexed) and bill me @ $6.00 less trade discount. 
| [] Check here if you would also like a copy of the Merriam- 
| Webster catalogue and discount schedule. 
| 
| Store Name 

| 

| 

| 

| 


Your Name 





Address a scsics isha tcinsigpaneteitiioatitagil 





City a caleba State 
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Helping promote the 13th annual Na- 
tional Office Furniture Assn. convention- 
exhibit May 1-4 at Miami Beach is 
Antonio Ruiz Galindo, Jr., of DM Nacion- 
al S. A., Mexico City. The Mexican 
manufacturing firm, founded and head- 
ed by A. R. Galindo, Sr., former secre- 
tary of economy of the Republic of 
Mexico, will be exhibiting at the NOFA 
show for the first time. The younger 
Galindo is chairman of Latin American- 
Caribbean area attendance. 


PERSONAL 


ASSETS 


AT-A-GLANCE 


Salt Lake City Dealer 
Gives Trips to Salesmen 

The top salesman for 1958 at the 
Pembroke Salt Lake City, 


Utah, was awarded an eight-day, all ex- 


Company, 


sense paid vacation for two in Mexico 
City 

Results of a year long sales incentive 
contest were announced in | by 
Adrian H. Pembroke, president and man- 
of the Intermountain out- 
and stationers 

Don Thorpe, who has been with the 
company three and one half won, 
the top prize by registering the greatest 
above 
sales quota for the year 
Kenneth M. Williams the 
pany five years, won second prize, which 
been 


January 
ager office 


fitters 
years, 


increase over and his assigned 


with com- 
a portable television 
the front-runners finished 
however, Mr. Pembroke sur- 
prised the second salesman with an eight- 
day, all expense paid vacation in Cali- 
fornia. 


was to have 


set. Because 


so ¢ lose, 


N. Y. Traveler Dies 


Harry Lefkowitz of the metropolitan 
New York sales staff of Guide System 
& Supply Co., a firm he had been with 
for 30 years, died at the age of 55 in 
January after a lengthy illness. He 
a member of the Metropolitan Travelers 
Club and the Stationers Twelve Thirty 
Club. 


was 


industrialist Denounces 
Planned Obsolesce ce 

F. M. Hauserman, esident of the f 
PF. Hauserman Co ikers of movabl, 
interior walls, has hit out Sharply at th 
that —_ Obsolescence can paye 
the way to fu yroduction ¢ 

saa | and full pros. 


Speaking at the ; il convention of 
the American Society of Industrial De 
signers, Mr. Hauserman said: “Ady. 


cates of planned obs 
the theory that desig 
will wear out or go 


SCENCE Operate gp 
2 a product thy 
t of style quickh 


will create a constant market. 
“To follow this theory can be diss 
trous,” he said. “Are 


: : we going to per 
mit the slums of tomorrow to be planne! 
on the drawing boards of today? Are we 
as members of the greatest industri 
society ever known to leave as our ogh 
monument rusting junk heaps?” 

The Cleveland industrialist emphasize! 
the need for energetic marketing and 44 
vertising efforts but added that “if gm 
sell the sizzle you had better have a gtk 
under it or someone will bite your hand” 


Esterbrook Promotes VP 

Philip E. Scott, who began working for 
the Esterbrook Pen Co. in 1919 a, 
general clerk, has been promoted from 
vice president and treasurer to the posi 
tion of executive vice president. 











ANOTHER NEW 
COWL“ AT-A-GLANCE” PRODUCT 


A valuable book, designed to help every family head keep a com- 
plete and up-to-date record of assets and obligations. Contents 
include pages for listing life insurance policies, bank accounts, 
savings bonds, real estate, other assets. Wire-O bound simulated 
leather record book opens flat, is available in Black, Red, Blue or 
Saddle. A necessity for every thoughtful person. RETAIL: $1.00 


SELL BEST BECAUSE THEY TELL BEST 


Gla 
Po we 
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EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS 
Showroom: NEW YORK, 475 Fifth Avenue 
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in 
‘ey CARBON PAPERS | 
and TYPEWRITER RIBBONS | 


White 


is the RIGHT line 
to feature 


Top profit for you is assured 
because the name WRITE 
guarantees top quality and 
top performance for your 
customers. 
Easy-to-handle WRITE carbon papers 
make more copies, make cleaner carbons, 
and are more economical to use. 
WRITE typewriter ribbons produce clear- 
est, crisp, uniformly sharp letter — and last 
a long time, too. 
Make certain of your repeat sales and cus 
tomer satisfaction by featuring this sales 
boosting line. 

“When it’s WRITE it’s RIGHT.” 


Promptest deliveries, always. Send 
for samples and discounts today. 
od 





WRITE 


INCORPORATED 





420 Lexington Ave., New York 17,N.¥. 
Factory: Bridgeport, Conn. 
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HE’S DEMONSTRATING 


PLASTISOL 


THE NEW ALL-PURPOSE CARBON PAPER 


One weight, one finish! Plastisol handles every typing re- 
quirement with every typewriter. 

Outperforms them all! Plastisol delivers clean, permanent 
copies with the uniformity you’ve always wanted. 

See it in action! Plastisol carbon paper will be demonstra- 
ted without obligation in your office. Write or phone for an 
authorized Columbia representative to call. 


—¢ As 


bo 


a O)~ 
_ Bes a) ™ 





COLUMBIA RIBBON & CARBON MFG. CO., INC., GLEN COVE, NEW ina ea RIBBON & CARBON PACIFIC, INC., DUARTE, CALIFORNIA 





st pog? 
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8 6 06.0 ¢ & 6 6 6.9 9 © 


2 Companies Integrate 
Sales, Shipping Effort 

House of Paper, Inc., of California 
and E. Errett Smith, Inc., New York, 
have announced a new arrangement for 
servicing gift shops and stationery de- 
partments throughout the country 

In a major integration of sales cffort 
and shipping facilities, Smith will ware- 
house and ship House of Paper prod- 
ucts from New York — thus making 
the West Coast line economically 
able to Midwest and Eastern retailers — 
while House of Paper will be the ex- 
clusive distributor of the E. Errett Smith 
lines in 14 Western states. Both firms 
recently expanded their lines and _in- 
creased their sales staffs 


avail- 


Famous Letters Display 
Offered by Sheaffer Pen 


Letters written by eight famous Ameri- 
cans are the focal point of a new window 
display offered to dealers by the W. 
A. Sheaffer Pen Co. 

The letters are from the pens of 
Benjamin Franklin, George Washington, 
Abraham Lincoln, Aaron Burr, Andrew 
Jackson, Theodore Roosevelt, Elizabeth 
Barrett Browning and R. B. Taney. 


The company says this collection of 
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TRANSPARENT 
CRIMPED SIGNALS 7 
for Protected Visible Cares 


of how 













Graffco SIGNALS 


There's one best signal for each 
kind of record housing . . 
Graftco makes 
variety of colors, shapes and sizes, 
to classify, remind, warn or call for 
action. Close your “system” 
faster with practical demonstrations 
they 
Graffco Signals. 
GEORGE B. GRAFF CO. 
54 Washburn Avenue 
Cambridge 40, Mass. 
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historically significant letters is design- 
ed to call particular attention to the 
warm feeling of handwritten letters, as 
well as to enable dealers to place at- 
tention-getting emphasis on the impor- 
tance of using good writing instruments. 
Included with the display are copies 
of a booklet on letter writing for dis- 
tribution to Entitled ‘10 
Secrets of Inspired Letters,” the booklet 
describes simple guideposts for writing 
more effective personal letters 
Sheaffer also has announced that for 
the fifth year it will co-sponsor the an- 
nual Scholastic Magazines literary award 
contest for high school students. 
Three members of the Sheaffer sales 
force who won trips to Hawaii or the 
cash equivalent during a fall and Christ- 


customers. 


mas sales campaign are J. W. Parker, 
Arlington, Va.; L. B. Stayton, Seattle, 
Wash.; and R. F. Wehrman, Tampa, 
Fla. 
Eagle Pencil Sponsors 
Closed-circuit TV Show 

Dealers, dealer salesmen, purchasing 


agents and key office people throughout 
the United States and Canada were 
guests of Eagle Pencil Co. during Feb- 
ruary at a closed-circuit television pre- 
sentation described as the first ever pre- 
sented in the pencil industry. 
Highlight of the 


one-hour program 


seen in 12 cities w 
televised tests which 
ity of Eagle products 
Walter Cronkite wa 
other part of the p 
of Eagle’s new plant 
atory. 

The telecast 
leading hotels at Ne 
phia, Boston, Clevelan 
troit, Chicago, Atlant 
Toronto. On February 
in Los Angeles and 
Kinescopes of the pro 
for further showing group meeting 
upon request to Eagle Pencil Co, |, 
addition, the show will be translated ip 
to Spanish for presentation in Latis 
America. 


Series of iy. 
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am are available 


Sales Group Formed 

Robert Reiss and Manny Lefkowip 
have formed Reiss Sales Associates 
manufacturer’s representatives, calling 
primarily on stationery departments of 
variety chain and department ston 
Their office and showroom are at 11% 
Broadway, New York City. Reiss Sales 
Associates is the exclusive sales agent 
for Pencil-Crafts Sales Co., a division of 
Pencil Specialty Co., which is a wholly 
owned subsidiary of Venus Pen and 
Pencil Co. Pencil-Crafts offers a com- 
plete line of personalized pencils. 
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A New Insulated 
Portable Ledger File 


offers convenient ‘‘Point of Use”’ 
fire protection for 
Valuable Records. 


@ Inside drawer 181." x 26” 
@ 18” posting tray 

@ Steel inner shell 

@ 15,” insulation 


sonnet 





Convenient Height 
Operating Ease 
Portability 
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Lafayette, Indiana 
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WESTCLOX SPRING 


Vv bat ISING: 
, Souls 


















top rated Monday ree 
network TV show! 











starting April 13. season’s biggest, brightest “‘live”’ 
BS-TV : TV musical—full CBS-TV Network! 
PU ORK STARRING 

. STCLOX XTAB HUNTER “JANE POWELL 
selling WE X WALTER PIDGEON X JEANNE CRAIN 
for you: -: *RETA SHAW *ED WYNN 

rG EORGE special guest star MYRNA LOY 

DE WITT 


the star of the show! 


Feature items on these 
standout TV shows: 
4new watch series 


Ballet Waterproof Automatic 
Coquette Shadow Thin Waterproof 


Electric Wall Clocks 


New Frill Copper Keywound Alarms 


New Alhambra Big and Baby Ben 
Orbit Baby Ben Sequin 
Deluxe Shelby 


Electric Alarm Clocks 
Exclusive Drowse 
Dynamic 

Fortune 


Lace selling WESTCLOX to millions of 
Sheraton viewers for you . ..gorgeus* BETSY PALMER 


Order Now! Get ready for the Spring gift-buying rush. Mother’s Day! Father’s Day! Weddings! Graduations! 
Westclox PROVEN SELLING POWER will be working for you all through this important season! 


Penthouse 
Travalarm 


WORLD’S LARGEST MANUFACTURER OF TIMEPIECES - WESTCLOX IS YOUR FULL PROFIT LINE! 


WESTCLOX 


MAKERS OF BIG BEN « DIVISION OF GENERAL TIME CORPORATION « LA SALLE-PERU, ILLINOIS 
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Letterex Sales Program 
Mapped for Chicago Area 

Arrangements have been completed for 
expanding the distributing facilities of 
the Letterex carbon set line through both 
the wholesale and retail divisions of 
Associated Stationers Supply Co., Chi- 
cago. Announcement was made by Wil- 
liam S. Humphrey's, vice president and 
sales manager of The Letterex Corp.; 
Harold J. Seigle, vice president of As- 
sociated Stationers Supply Co.; and Wil- 
lis R. Wolf, general manager, Horder’s 
Stationery Stores. 

Horder’s marketing experiences in the 
Chicago area will be passed along to 
other dealers as part of a newly announc- 
ed dealer-assistance program. 

In addition to moving its area office 
to large quarters in Chicago recently, 
Letterex also has opened new district 
offices in Baltimore and St. Louis. 


Underwood to Expand 
Supplies Division 

Morton A. Brown has been named 
marketing manager of Underwood Corp- 
oration’s Supply Division and will be 
responsible for developing and expand- 
ing the company’s retail supply business 
thorugh branch offices, sales agents and 
dealers. 


C. LeRoy (Rocky) Jones, recently ap- 
pointed ‘marketing manager of the com- 
pany’s typewriter division, has announc- 
ed appointment of eight new sales 
agents: Terry Office Supply, Preston- 
burg, Ky.; Ashley Office Equipment Co., 
Alice, Texas; Wheeler Typewriter Ex- 
change, Ottumwa, Iowa; Russell Type- 
writer & Office Supply, Bonham, Texas; 
Ocola Business Machine Co., Ocola, 
Fla.; Coastal Office Equipment Co., 
Franklin, Va.; Associated Business Ma- 
chines, Charleston Heights, S. C.; and 
Dick Hoyt, The Typewriter Man, Ham- 
mond, Ind. 

The company says its sales of portable 
typewriters in January set a record. 


Manufacturers Announce 
New Reps, Policies, Plants 

Peter W. Amberg has replaced the re- 
tiring P. H. Currier as manager of the New 
York office of the 
Amberg File & In- 
dex Co. He is the 
son of Gilbert W. 
Amberg, vice presi- 
dent of the filing 
supplies manufactur- 
ing firm, and great- 
grandson of W. A. 
Amberg, founder of 
the company. 

E. Errett Smith, 
Inc., announced ex- 








pansion of its lines ; 
March 1. A new larg 
at 141 East 25th Str 
Sales offices and sho 
Fifth Avenue. In addit 
in their regular lines « 
Christmas cards and 
ties, the company als 
House of Paper hostess 


| facilities a of 
plant is locates 
in New York 
OMS are at 2) 
n to new item 
Ocial stationen 
“LONery  specig 
is distributigy 
ACCESSOrie€s ani 


paper party goods. New Smith repre 
sentatives are Walt and Ruth Care 
in Michigan, Ohio and Kentucky; Joby 


R. Christensen and Bill Brannan jy 
Wisconsin, Iowa, Minnesota, Missoy; 
and the Dakotas; and Mary and Jip 
Canaday in the New England area 

Edward Stokes, with headquarters j, 
Cleveland, has been named Ohio repre 
sentative for Protectall Safes, a divisio, 
of The Mosler Safe Co. 

Addo-X, Inc., 300 Park Ave. Ney 
York 22, N. Y., has announced x 
agreement with American Industri 
Leasing Co. of New York, Chicago and 
Los Angeles for the purpose of finan 








ing contracts covering leasing of Add. 
X adding machines and  calculatos 
Adler typewriters and Roneo duplicator: 

Codo Manufacturing Corp. has 
nounced that its Chicago office is pow 
occupying new and larger quartets at 
564 W. Monroe St., Chicago 6, iil 

Hal Samet of Baltimore and Edward 
J. W. Stuart of Miami have been added 
to the sales force of Venus Pen ax 





BETTER 


OF BOSTON 


RIE ee asics ccccseccesnccnnccceesressoscsnn 
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ADDRESS 





Greentree Publishers, Inc., Box 1513, Boston 4, Mass. 
Please send me your 3 books of 1959 Personalized Christmas Card designs. 
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“I'M SHOWING ‘EM HOW YOU CAN MEND OR DECORATE AWYTHING 
WITH STRETCHY, CONFORMABLE ‘SCOTCH’ BRAND COLORED PLASTIC TAPE!" 


——— wal 





| “SCOTCH” and the ploid design cre registered trademorks of 3M Co., St. Poul 6, Mina. 
a | 
| 
Mitwnesora Jfinine ano )fanuracturine company 
+++ WHERE RESEARCH IS THE KEY TO TOMORROW 
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the 184M that Stole the shows! 


e at 23 The CRAFTINT TEAM of 
CW item 
PAINT-BY-NUMBER SETS 


was the SENSATION of the 
' Hobby Industry Association Trade Show 


and again at the TOY FAIR! 
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The ALL-NEW CRAFTINT TEAM of PAINT-BY-NUMBER SETS 
...WON the CHEERS ...WON the ORDERS... and will WIN 

the RECORDERS! No wonder it was the SENSATION of the 
Trade Shows..... It’s America’s First Family of Paint-By-Number 
Sets designed to please EVERY PURSE and PERSON! 


STOCK ’EM...SELL ’EM...SCORE BIG PROFITS with the NEW CRAFTINT TEAM! 


FREE Send for Giant Craftint Paint-by-Number Album featuring the complete line with 90 new sets in full color! 


Manufactured by the Paint-By-Number Quality - Leader... Value - Leader... Sales - Leader. . . 


cl @ 
— THE Grabtinr MANUFACTURING COMPANY 


NEW YORK . CLEVELAND . CHICAGO 


Main Office: 1615 Collamer Avenue « Cleveland 10, Ohio 
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NEWS 


8 8 8.2 © 2 60:6 6 @ 6 © 2.0 


Pencil Corp. to cover mid-Atlantic and 
South Atlantic territories. 

Harry C. Anderson has been appoint- 
ed director of market and product de- 
velopment of The Globe-Wernicke Co. 
He has been in the 
office supply and 
equipment field for 
28 years, much of 
that time with A 
B. Dick Co. Globe- 
Wernicke also has 
announced pur- 
chase of a building 
in Oakland, Calif., 
to provide for ex- 
pansion of 
and _— distribution 
facilities on the West Coast. 

L. Guy Reny and Howard L. Miller 
have been appointed regional sales man- 
agers for Thomas Collators, Inc. 





sales 


Anderson 


The central area warehouse of Stock 
Forms Co. has been moved to 4611 Mc- 
Ree Ave., St. Louis 10, Mo. (PRospect 
1-7242). Ed Ellavsky, former central 
area supplies manager, has moved to 
the Englewood, N. J., warehouse and 


been replaced by Joe Murphy. 

Appointment of Lionel Domreis as re- 
tail sales manager in charge of all 
branch and agency operations for Clary 
Corp. has been announced. 







positioned at any angle 


* Decorator colors to blend, contrast, or 
harmonize with any decor 


x 6 attractive colors 
turquoise, lavender 


* Finest writing quality ... because it’s a 


MICROPOINT INK-STIK! 
* When dry, replace with a new INK-STIK 








ivi ICROPOINT presents 


Hundreds of NEW uses for INK-STIK ... 
Thousands of NEW sales opportunities! 


* Holds permanently to all surfaces 
* Gold-finished swivel . . . permits pen to be 


... blue, red, black, green, 


Also available in open stock, 12 individual boxes per carton 


John M. Wakeland has been pro- 
moted by The Esterbrook Pen Co. from 
the position of district sales manager 
to that of assistant general sales man- 


ager. 

C. L. Scheffler of Dallas, a past presi- 
dent of the Texas Travelers, has been 
named sales representative in Texas, 
Oklahoma, Arkansas and Louisiana for 
the Jasper Desk Co. 

S. Warner Pach has been elected 
president of The Paper Mate Co., a 


subsidiary of The Gillette Co., to suc- 


ceed Neison Harris. 





Pach 


Sutherland 


Higgins Ink Co. has announced that 


Kenneth Sutherland, president of the 
Oregon Trail Travelers, is now repre- 


senting their line in Oregon and Wash- 
ington. James W. Montgomery, who for- 
merly covered the entire West Coast, 
will confine his traveling to California, 
Nevada and Arizona 





Retail Value $19.08 

CONTENTS OF COUNTER DISPLAYS Dealer's Cost $11.52 

Quantity 4 3 2 1 l Dealer's Profit $ 158 
_ Base _ Blue Red _Black Green White “White 

Pen Blue Red Black Green Lavender Turquoise ; cig NMIICROPOINT, INC. 

Supplied with 1039 Utility-Point INK-STIK y With 24° gold-finished | Sunnyvale, California 


i bead chain 
u 


The appointment 
Detroit, as President and Midwes 
regional sales manager and the appoin, 
ment of Eugene E. Ernst, San Francie. 
as vice president an estern region, 
sales manager have announced L 
Keuffel & Esser Co. 

Two additional sa reps have bees 
named to handle Rubbermaid Product 
for the stationery office supp 
fields. They are Neil Short & Associates 
and Charles ] Byram, Sar 


| \obert E. Britne; 
vice 





Chicago, 
Francisco. 
Highland Associate 


f Chicago, head 
ed by Sol Shulman, has 


been appointed 


Midwest stationery representative { 
Autopoint Co., a division of Cory Con 
He previously was sales manager ¢ 


Autopoint’s retail department. 

Eagle Pencil Co. has divided its sale 
staff into districts and placed each grow 
under the direction of a 
salesman. Al Anderson, Los Angeles 
is West Coast district n anager, Maxton 
Lee, Washington, D. C., is Southeas 
district manager, And E. L. (Tommy) 
Thompson, Chicago, is Midwest district 
manager. Harold 
New York sales 


veteran Eagle 


Seelig continues 4s 


manager. 


Stationery Store Sold 

Nord Stationery Co., operated by 
Hugo Nord at Raton, N. M., for the 
past 26 years, has been sold to Delmar 
Lee and Jim Bugg. The name has been 


changed to Raton Office Supply. 


Available in 
Two Stunning Counter Displays 


No. 2100 COUNTER DISPLAY 
(12 INK-STIK 'N’ HOLDERS) 


Retail Value $14.28 
Dealer's Cost $ 8.64 
Dealer's Profit $ 5.64 


No. 2150 COUNTER DISPLAY ' 
(12 INK-STIK "N’ HOLDERS with chains) 


5 Creators of Advanced Writing Instruments 
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DEVON 
LACES /. , ae 


Says Devon Lace: Truly folks, there has never been anything like me. 
Those folks in England didn’t suspect what a hornet’s nest | would 
gir up when | was created. | have been the ‘lady in demand.’ No one 
ever has enough of me. | have been advertised in magazines and 
newspapers all over the country — even all over the world. People 
love me and hate me, but even hating me, they want more of me. 
| stick together they say, and | tear, but | am beautiful. They pick me 
up at sight. Nobody, just nobody can equal me. | am so unusual, 
precious and handsome.” 


Says Lotus Blossom: ‘That's what you say, Devon Lace, but then they 
never saw me. | am little Lotus Blossom. | don't say all the wonderful 
things about myself that you claim for yourself, Devon Lace, but | am 
diferent. There is much more of the ultimate in me. | am pretty, too. 
'm a smart dresser, and above all, I'm not a prima donna like you. 
Each part of me comes folded separately, nice and pretty. 


"So you think | haven't a chance. Well, those people who really want 
to put on the Ritz may have something to say about that when they 
see me. In numbers there are as many of me as there are of you. In 
design, how can the county of Devonshire in little England compare 
with the Lotus Blossom countries of the great Orient?" 


That's enough folks. This discussion will never be settled. But, proudly 


and humbly at the same time, we offer you the two most unusual 


die-cut, pure white napkins, to have, but not to hold very long. Be 


smart folks. Buy them, and please buy enough! 


A. 110/2W Devon Lace B. 113/1D Lotus Blossom 
Boxed Cocktail Napkins Boxed Luncheon Napkins 


(40) unit '/. dz. $10.20 dz. (36) unit '/, dz. $10.20 dz. 


C.114D Lotus Blossom Double Decker 
(24/24) unit '/> dz. $12.60 dz. 


Other items in Devon Lace: 


110/1W Boxed Luncheon Nap- 500/1W Luncheon Napkin Cello- 
kins (36) unit !/. dz. $10.20 dz. pack (12) unit | dz. $2.20 dz. 
120W Double Decker (24/24) 500/2W Cocktail Napkin Cello- 
unit '/> dz. $12.60 dz. pack (12) unit | dz. $2.00 dz. 


Other items in Lotus Blossom: 


113/2D Boxed Cocktail Napkins 155/1D Luncheon Napkin Cello- 
40) unit '/y dz. = $10.20 dz. pack (12) unit | dz. $2.20 dz. 


155/2D Cocktail Napkin Cello- 
pack (12) unit | dz. $2.00 dz. 


See us at the New York Stationery Show 


Hotel New Yorker minimum order $35.00 
Rooms 1135, 1136, 1137 F.O.B. New York 
May 17-22 


FREUND-MAYER & CO., INC. 


230 FIFTH AVENUE * NEW YORK VT, ee: 








ask for catalog 
of complete line 
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SELL MORE } 
GIFT ITEMS 


with QUICK SERVICE 


MONOGRAMMING 


You can RENT a 
KINGSLEY for 21¢ a day 


With a Kingsley Machine you can mono- 
gram these gift items right in your own store! 
This “On-the-Spot” service promotes extra gift 

sales...and brings in new customers who can’t 


get quick service monogramming elsewhere. 


Write for a free copy of “Ideas for Mono- 
grammed Sales Promotions; and complete in- 
formation on our Rental Plan (only 21¢ a day). 


KINGS 


stole mer-laltl tater Cale iba celelomc!- meer liilelaalt.| 
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NEW PRODUCTS .” . . .  (Continved trom poge 2 


Desk Series \ 
The new 300 Series 
Flight Line furniture by Stee 
case Inc. brings to the Office 
the light, bright look whick 
characterizes today’s atchite 
tural style. 1 SErIES encom 
passes a wid ariety of desks 
for use at the CX€cutive o; 


general office levels, reception 
room chairs and tables ap 


cabinets for use in offices o 

conference rooms. Beautiful shades of blue, yellow and red ar 
° - are 

available as standard colors. Accenting the spectrum of co 


are end uprights of seamless steel tubing in either satin chrom, 
or baked enamel finishes. Perforated back panels allow fre 
circulation of air. Desk tops are available in wood or plast 
laminate in nine sizes ranging from 30” by 45” to 3g” 
78". For added top working area and storage space, comple 
mentary cabinets can be arranged in varying combinations be 
neath tops which range in length from 31 to 96 inches. 





New Glue Packaging 

A new container cap for greater 
consumer and dealer convenience has 
been announced by the makers of 
Wilhold Glue. The Glu-Bird con- 
tainer has a new Colorama Cap with 
an attached “peg ring” so that it 
can be displayed by hanging on a 
dealer's pegboard and so that con- 
sumers can hang the container on a 
nail at any handy spot. 





Chart Typewriter 18 


A new development in typewriters 
is the Chart-Typer, enabling the typ 
ing of complex chart material. The 
keyboard has a normal upper case 
alphabet and figures. Instead of lower 
case letters the machine has 27 di 
ferent chart symbols. The alphabet 
yas and letters have been especially de 
signed to harmonize with the chart 
symbols. All chart symbols are in 





— shift position so that no position is 
ca a required when either “chart-typing 
—— or “regular typing”. A simple-to-adjust 


attachment permits the typing of 
charts on any kind of chart paper, accurately scaled and 
aligned at all times. With a simple carbon ribbon atttachment, 
the material typed on this machine is ready for offset print: 
ing production. Priced moderately above standard typewriters 
the Chart-Typer is made in West Germany and is distributed 
by Continental Office Machines, Inc., 500 Fifth Avenue, New 
York 36, N. Y. 


Aluminum Easels 9 

Testrite Instrument Co. offers 
a line of Stanrite aluminum 
easels for studio or outdoor 
use. Available in four models, 
ranging in price from $8.95 to 
$19.95, all of the easels feature 
a new fast action mechanism 
for raising and lowering the 
center post. Accessories which 
can be used with any model include a water color attachment, 
sculpture attachment and drawing board attachment. All ot 
the models have rubber tipped legs and two of them have folding 
spikes for outdoor work. The largest model lectures east! 
holds pads up to 54” by 54”. 
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The Olivetti Lettera 22 offers 
your portable typewriter cus- 
tomers a unique combination 
of slim size, light weight, big- 
typewriter features and hand- 
some design that will enhance 
your reputation for quality 
and outstanding values. For 
students especially it’s the 
ideal machine, with plus and 
equals signs on its 43-key key- 
board, and vertical half-line 
spacing for easily-inserted 
lines and for writing math and 
18 chemical formulae. To learn 
how you can become an 
Olivetti dealer before the 
graduation season, and enjoy 
the full profits that Olivetti 
provides, write now to Porta- 
ble Division, Olivetti Sales 
Corporation, 375 Park Ave- 
nue, New York 22, N. Y. 


1es 
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MORE SALES 
NEW PROFITS 


with MODEL 99 


tut AOU 


Spirit Process Addresser 











Now with 
“AUTOMATIC DRIVE” 
on moistening roller 













P oration 
re yt 





NEW PRECISION ADDRESS 
CARD FEED — GREATER CARD 
HOPPER CAPACITY 


assures high speed — trouble free operation 






Designed for FAST, LOW COST addressing of: 
ENVELOPES @ POSTCARDS @ CIRCULARS @ STATEMENTS 


NO PLATES - NO STENCILS - NO GELATIN - NO INK 








Prints from paper address slips prepared 
in a standard typewriter —or written with 
a ball point pen. 


Address card has ample area for keeping 
records. Use it for record information as well 
as address information, if you wish. 


NATIONALLY ADVERTISED * FULLY WARRANTED 


For further information write or call 


MASTER ADDRESSER COMPAN 


6500 MS West Lake Street Mi polis 26, Mi to 





America’s leading manufacturer of low cost 
spirit process addressers and duplicotors 
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NEW PRODUCTS ....... 


Remote Dictation System vi) 

Scribe Distri ts Co. has add. 
ed the S. I EMOtE dictation 
system to its 1€ Of automatic 


magnetic tape rding-transcrib, 
ing units. The remote system 
links a number: Miracle Mike 
desk station di 


tors to a lesser 
ination recorder. 
| 70s either by 
direct through existing 
switchboards. The Scribe remote 
kind using the 


number of com} 
transcriber S. | 
wire 01 


system is described as the only one of 
re-usable magnetic tape as a recording medi 


Duster Fabric 21 
A non-woven fabric treated to 
pick up and hold dust has been aa 
introduced for commercial use by > 
Minnesota Mining and Manufac- Ky 
turng Co. Called No. 550 “Scotch” : 
brand dusting fabric, the material 
is not a nor a cloth. It is 
lint cannot scratch, and 
it contains no film-producing oils. 





paper 


free and 


The fabric is available in com- 
merical size rolls 12 inches wide by 30 yards long, with 
perforations every 18 inches. A roll sells for $1.98. Bach 


duster can be re-used several times without losing its effective 
ness 


Hobby Kits 2 
Two new hobby kit ideas 
are offered by the Precision Plastics 
Co. One is said to be the world’s 
first Crucifix model kit, beautifully 
detailed and scaled from a famous 
masterpiece. Also offered are tw 
novel bookend designs, “Cap'n Kidd 
the Pirate’’ and the “Pedigreed Boxer 
Both bookend model kits can be dis 
played on the wall or double as a 
attractive table decoration. 


plastic 





_J 


Projector Stand 





A new, all-steel, portable stand for 
and slide projectors is an- 
nounced by Smith System Manufac- 
turing Co. The new stand, Model 41, 
list priced at $35, offers all-steel con- 
struction with 1” tubular steel frame 
for stability; easy portability with 
four 3-inch casters, two with special 
brake controls; professional height, 
1"; safety rail on three sides of top 
platform; a non-skid, shock-proof rub- 
ber mat on top platform; and two 
storage shelves, one with safety rail on three sides. 


Circular Slide Rule 24 


movie 





General Industrial Co. has inte 
duced a circular slide rule 1 
engineers and for other plant anc 
office executives. Operation 
the rule is described as simple and 
accurate. To multiply, divide ane 
find proportions, one need ols 
follow the instructions includes 
with each slide rule. 


/ Generel industriel 


Sua R 
2 
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ausau Bond * Wau 
rokaw Opaque Off: 









you'll get = oS e 


4 Mimeo Bond e Wau 


IMPRESSION PAPERS 


WAUSAU PAPER MILLS COMPANY 4y& 
(ees) 


General Sales Office and Mills, Brokaw, Wisconsin 
District Sales Offices: Chicago Cleveland Los Angeles New York rea 


Mimeo Bond e Exact Duplicator e Exact Ledger 
Wausau Text Envelopes * Register Bond 


sau Duplicator e Wausau Leagers Exact Bonde Exact 


* Wausau Index « Wausau Text ¢ Everest Text « Wausau Bond Envelopes * 





International World Map 

Continental United States 

Superior Map of Europe 

Superior Map of New England 

Superior Map of North America 

Superior Map of South America 

Superior Map of Canada 

Superior Map of Asia 

Superior Map of Africa 

Superior Map of Pacific Ocean 
Australia and New Zealand 

Superior Map of Gulf, Caribbean 

and Atlantic Ocean 





FREE! this display rack given 
with initial order of 72 or more 


— 
1 $ <2: assorted items. 


ATLASES and OTHER ITEMS 


@ Globemaster World Atlas @ Popular Atlas of United States 
@ Weather Kit @ Map of Mankind 
@ Space Kit e@ Handy Star Finders 


C.S. HAMMOND & CO. 











Maplewood 
New Jersey 
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The Perfect 


SELF-STICKING 
LABEL 


For Outdoor Or 
Permanent 
Indoor Use! 





MYyLAR* COVERED 


*duPont's ® 
> registered 
trademark 


@ Permanent and Forever Clean! 
Mylar* Cover guards against 
rain, dirt, sunlight. 
Pressure-Sensitive! Sticks to any 
flat, clean, dry surface. 
Universal! Can be typed or written 
upon, used indoors or outdoors. 

@ Withstands Heat! Up to 300° F. or 
down to —100° F. 

Colorful! Available in black, blue, 
red or green border colors. 

@ Easy to Use! Just remove backing 
sheet, fold cover over writing, 
and apply. 

®@ Pre-cut in 5 standard sizes —pack- 
agedinhandy, attractive slip boxes. 





For samples and prices, 
write Dept. MS-4 


LABELON TAPE CO., INC. 


450 Atlantic Ave., Rochester 9, N.Y. 
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Gift Wrappings 3 


Tie-Tie Gift 
presenting a 


Wrappings 
series of self-dic. 
play counter units pre-merchap. 
dised for special occasions 4s 
part of its new 1959 line of 
Everyday wrapping Papers and 
ribbons. Each of the “"Unipaky 
contains two dozen jackets of 
paper and two dozen bolts of 
%" Satintone in matching 
colors. Special packs are ayail 
able for Easter, Mother's Day 
Father's Day and Graduation. Each display carton takes |e 
than one square foot of space. Retail value is $12; cost, $6 


Rotary Card File % 

Zephyr American Corp. announces 
a new type of card file, its Rolodex 
V-File. This is a vertical-visible sys- 
tem which can be used in either of 
two ways. Changing the position of 
the easel converts the unit from 
the horizontal or ‘‘file-wise’’ position 
illustrated above, to a vertical or 
“book-wise” position. The file can be 
snapped shut, resulting in a compact- 
ness equal to only 10 percent more 
than the actual bulk of the cards themselves. It is available 
in six models with card sizes 3x5, 4x6, and 5x8 in capacities 
of 500 and 1,000 and is priced from $15.95 to $42.95. 


Typewriter Case 27 
Colorful new _ lightweight 
vinyl cases, resembling smart 


luggage, have been introduced 
by Underwood Corp. for its 
1959 Golden-Touch _ portable 
typewriters. The new scratch 
resistant cases have a hat-box 
look with rounded corners and 
bright color combinations. For 
the Deluxe portable there is 
a sporty Town and Country case 
in blue and green tartan plaid 





set off dramatically by solid black. The Universal model comes 
in a snowy white case, vividly outlined in lipstick red, or in 
a tan tweed-and-plain combination. Case for the budget Leader 
model is a brisk two-tone gray. The new cases are now stance 
ard equipment. 


Folding Machine 28 

Print-O-Matic Co. has a new 
automatic heavy-duty Fold-O- 
Matic Folding Machine, pro- 
duced especially for large-vol- 
ume mailings for all letter- 
shops, small printing houses, 
banks and other commercial in- 
stitutions. Called the FH-SHD, 
the new compact unit has extra- 
sturdy all-steel construction and a super-power Heavy-Duty 
AC-DC motor. It also embodies new-type features which 
deliver up to 120 folded sheets or sets per minute in any 0 
eight popular folds. Easily adjusted to match the width ot! 
the folded piece, the feed wheels effectively engage each 
piece, keep folded sheets perfectly aligned and moving © 
tinuously along the conveyor into the self-stacking tray. It 
handles sheets from 4 x 4 inches to 9 x 14 inches, singly 0 
in stapled sets up to six sheets. A portable work and jogging 
table is standard equipment. List price is $299. 
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VARIETY MATCH 
TABLEWARE ENSEMBLE 

a colorful circus of fun 
for children's birthdays 


BANQUET 
TABLECLOTHS 








CUTTER BOX ROLLS 
PACKET FOLDS 





JUMBO FOLDS 
NAPKINS \ 


COCKTAIL * LUNCHEON « DINNER SIZES 


yw € 


FACIAL QUALITY 





ALL-OCCASION 








CREPE PAPERS \ 


2 


— BULK" 
FLAMEPROOF 
STREAMERS 





FLAMEPROOF FOLDS 
AND ROLLS 










FLAMEPROOF 
STRIPED ROLLS 











TUTTLE PRESS COMPANY 
APPLETON © WISCONSIN 
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don't delay 
make reservations 
today for 


NOFA’s 13th. Annual 
CONVENTION-EXHIBIT 


MAY 1-4, 1959 
Miami Beach, Florida 















Theme: 


"Selling in the 
JET-AGE" 



















SOSSOSSSSSSSSSSSSSSSSSSSSSSSCOSSSEESSESEEEES 
National Office Furniture Association, Inc. 
327 South LaSalle Street — Chicago 4, Illinois 


Register me for the Miami NOFA Convention, 
May |-4 


I 5 ad cabatclatr tule shasintasad le sventiniancnecctienatosshinelinadi cn 
NINN cso cilestsctisciohle has nada icep ease cicero naa aaa 
0 SE SURES Rae a TE 

City State 

[] Dealer [| Manufacturer ([_] Representative 


| am [] am not [] a NOFA member 
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GOREN'’S 








for Every Bridge Player | 
SOLO BRIDGE BY GOREN | 


All Plastic Model .................. $3.95 Retail 
AIR IIR oe oc ee $2.40 Each 








Write for our 1959 catalog 





HEINES pustisHiNnG Co., INC. 
123 NORTH THIRD ST. 


MINNEAPOLIS 1, MINNESOTA 
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F KOH-I-BALL 
double-ender 





KOH OR 


A superb writing instrument! Attractively styled wood 
barrel finished in red and blue with gleaming brass 
nosepiece. As inexpensive as a disposable pen, yet re- 
fillable. Packed a dozen to a self-selling display ‘box. 
Refills in individual envelopes. Write for leaflet. 


WRITES BEAUTIFULLY! 
0) OO lee): 





Bloomsbury, N.J 
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Mew PMODUICTS.. 1.5... ea 
Double Duty Pen 2” 


Introduction 
ball pen, 
meet the needs 
accountants, h 
by American St 
new ‘Bookkee 
tually two pens in one. One end 
writes in red, the other ip blue 
or black, making the pen especial 
ly valuable for posting ledgers 4 
other records rk involving ys 
of figures in two colors. The new pen will be available ip 
two color combinations: red and blue and red and black The 
“Duo” will retail for 69 cents and will be offered with , 
satisfaction-or-money-back guarantee. Each pen comes equipped 
with a pocket clip and two protective “ink-guard” caps 
The pen will be marketed direct to dealer outlets in cop. 
venient one-dozen or four-dozen packs. 


a New Sure-Rite 
especially 4, 

t bookkeepers and 
been announce 
icil Mfg. Co The 


s Duo” js ac 


desi 





Combination Form 

A new five-in-one combination 
statement-ledger form to cut office and 
bookkeeping costs is being marketed 
by Cromwell Printery, Inc. The new 
form, designed to fit any standard 
No. 6 ¥% window envelope, is said 
to reduce billing paper work to less 
than one-fourth of usual methods, 
save time, and eliminate error in ad- 
dressing. The snap-out form is made 
up of four statements printed on 15 
lb. white NCR (No Carbon Requir- 
ed) stock and a buff NCR ledger card. The top portion of 
each statement contains the company name and space for the 
customer's name and address. The lower portion is divided 
into six columns for date, item, charges, credits and balance 
The statement is addressed once, the impression carrying 
through to all parts and the current billing information in 
Each month, one of the statements is mailed to the 
customer. With each monthly statement the company and the 
have a complete record of all transactions. After 
four months, the company has a ledger card covering all 
dealings for that period. The form can be posted by hand 
typewriter, or billing machine and can be punched to suit 
the requirements of the user. Samples of the new form with 
prices for two-color printing are available 





serted 


customer 


Dictionary 31 

Random House now has available its Modern Library Dic 
tionary for readers who want a quick, ready reference tor 
meaning, spelling, pronunciation and synonyms. Hard-bound 
in cloth and stamped in gold leaf, the 640-page -volume has 
{6,000 up-to-date entries. Dealers receive 40 percent discount 
on orders of 10 copies or more, and 41 percent on orders 
of 100 copies or more. 


Extra storage and file space 
in a slim, low credenza to com 
bine with standard Robert John 


Credenza 
executive modular desks in the 
new Ultra series has been ao 


-_ 
‘4 
Pe nounced. The new unit can be 


. . used individually as a credenza 

or incorporated into a desk 
work-storage arrangement. Featuring three full-suspension files 
in the lower drawers, plus three convenient top drawers, it 18 
detailed in hand rubbed walnut. A unique floating base an 
graceful drawer pulls are softly finished in gold or silver 
brass. Tops are available in four natural wood finishes o& 
Formica in 14 different decorator colors. Colorful variations 
of drawer fronts add a touch of individuality at no extra 00st 
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THERE ARE 


G00D PROFITS 


INntHis PRANG picture: 


REG UV S PAT OFF 


Art Materials With Sell-Ability! 


Your profit picture can be a bright one too, if 


~ 


you stock and sell the complete Prang and Old 
Faithful Line, famous for quality for over 100 
years, 


PRANG WATER COLORS SKETCHO OIL STICKS 


PRANG CRAYONEX CRAYONS PAYONS PAINTING CRAYONS 


PRANG TEMPERA COLORS PRANG TEXTILE COLORS 


SMARTLY PACKAGED FOR EYE-CATCHING DISPLAYS! 


Write for free merchandising folio. Dept. MS-63 


THE AMERICAN CRAYON COMPANY 
SANDUSKY, OHIO NEW YORK 


- = = for more details circle 105 on last page 








: ‘ ” el Sales-Slant | | 
| for Biggest, Quickest Eraser Sales 
CONTROLLED 
























































Sees ES 


= =ERASING- 





Allert dealers are multiplying profits, turnover and vol- 
ume by selling the idea of control and speed in quality 
erasing! Tie-in this refreshing, modern sales-slant with 
every sale you make in ribbons and car- 
bons, and with the mushrooming 
use of modern writing machines! 


MODERN GRAYPOINT ERASERS 


Easy-to-hold, easy-to-point “‘bal- 


anced" pencil-like styles. 


@ No. 3650 GRAYPOINT WHISK 

Hexagonal, wood-case eraser with 
quality gray rubber core, fits com- 
the hand. Attached 
brush whisks away eraser crumbs. 
Won't off desks. 
pointed in any pencil sharpener or 


fortably in 


roll Easily re- 


with a knife. 


No. 365 GRAYPOINT > 


Same eraser as No. 3650 GRAY- 


POINT but without brush. 


@ No. 378 GRAYPOINT 
This paper 
the pull string for easy repointing 


wrapped eraser with 


~ 


can be repointed right at the desk. 
Same quality gray rubber core as 
No, 3650 GRAYPO!NT. 


ie 7-1 Sarr a eS er ee re I eS “ae § Bo To 7 mae: 


WELDON ROBERTS RUBBER CO. 
365 Sixth Ave., Newark 7, N. J. 


World's Foremost Eraser Specialists 
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~ + ovact wet segnete $97 
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AT LAST! THE HANDIEST 


Ball Point Pew 


—on a chain reel! 
























Reel Riter 


Il point pen 


Pinned on dress or blouse, it’s always ready 
for instant action. Press button to write... 
the point snaps in as the pen winds back. 
= Slim, trim, tapered barrel with gleam- 
& ing chromium cap. The perfect ball 
% point pen for the co-ed or career gal! 
Colors: Grey, Burgundy, Black, 
White, Blue, Green. Refills with 
full length, standard 4%,” 
cartridge. 


(incl. fed. tax) 











q 


: @ PRODUCTS 
Division of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N. J. 


, Send for catalog describing complete PAT line E : 
Stomp Keeper * Tope Keeper * Reel Riter Ball Point Pen * Pin-On Pencil 
TElottach Pencil * Key Keeper * M Motic * R 


os 


"ethene 





oo 











eg 





a 


id Rb ae 
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Desk Enclosure 


A low c install-it-yourse 
desk enclos is now availabj 
from Curtis Office Partito 
Co. Made fiberglass ip 
coated 18-xauge metal frame 
the prefabricated Partition * 


taches to a esk top by Means 
of an adhesive. Enclosures an 
shipped flat. as four separat 
pieces, and require Only inser 
tion of two screws to assemble completely. A large builtin 
utility tray adds to the enclosure’s usefulness. Units are built 
in 42, 48, 50, 55 and 60-inch widths, with 18 of Mine 
heights. Standard colors are gray, green and beige with Other 
colors available upon special request. Retail list Price varies 
from $41 to $45. 


Portable Vault 

A new handy heavy duty Safe 
measuring 6 inches wide by 6 
inches high — weighing 10 lbs. — 
has been introduced by Allied Mfg. 
& Sales Co., Chicago. Constructed 
of thick malleable iron casting 
with strength of over 50,000 Ibs. 
per square inch, the new ‘‘Safe-T- 
Vault” is easily and securely bolt- 
ed into metal, wood or cement in 
places most handy for the user — 
such as in the trunk or under dash board of cars, route trucks 
or taxis; near cash register in stores, stations, box offices: to 
floors, walls of fixture in offices, homes, hotels-motels, locker 
rooms. The safe has been heat tested at 360° F. A “one 
way” deposit slot allows user to insert cash into vault without 
opening door. A variety of decorator colors is offered. 


4 





Tape Applier 


35 


A compact, economical dis- 
penser for linerless double-coated 
tape has been announced by Min 
nesota Mining and Manufacturing 
Co. The dispenser is designed for 
fast, permanent application to pa 
pers and documents, such as #- 

Meee §=-s taching riders to insurance poli- 
cies, mounting photos, or attaching samples of cloth 
swatches. It is called the C-12 Double-Coated Type Applier 
and it is loaded from underneath with “Scotch” brand double 
coated tape No. 665. A strip of tape eight inches in length 
is exposed across the top of the device. The operator simply 
lays the paper on top of the tape, pulls to the right until the 
left edge of the paper is flush with the cutter bar, and pulls 
down to cut the tape. The taped paper is then pressed to 
whatever it is to be attached. Retail price is $8.95. 





3 


Cutting Board 


A new color, pastel green, for 
eye-easy visibility, is one of the 
new features of the 1959 line of 
Premier cutting boards announc- 
ed by Photo Materials Co. The 
new green, of long-wearing smooth 
finish lacquer, provides high con- 
trast to the new sharp mill-cut ——= 
lines in 4” squares, on the entire base, for maximuo 
visibility and ease of alignment. Another feature, for safety, 
is the guard which prevents the placing of finger or hase 
under the cutting edge of the blade. A heavy-duty safety spring 
prevents the blade from falling accidentally. A device for 
hairline accuracy is the improved slide guide, providing exa 
sizing on repetitive cutting. 
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Salesman 


THE 


Executive = 
. 
sun 2 (=) Quality 
\- Ss Sao” 
professional = , cai a Ay Li 
i, < : ine 
—<¢ . . : 
Nog os That Beats 


diy ‘Price’ Competition! 


gest QUALITY MATERIALS © FINEST DESIGN & WORKMANSHIP 
NO SKIMPING © NO FAKING 


No Returns / | 
Gratified Customers | ~ 


THE FAMOUS 
* EXPAND-A-LOPE 


tooks and wears like many 
priefcase portfolios selling 
w to $20.00! 45 gauge extra 
thick virgin Vinyl. Exclusive 
design with adjustable handle 
that lies flat when not in 

” expansion all around, 


- Larger Profits 


ust. < . 
Iwo  brass-rolled qualit 
ks, guaranteed rustproof, 


dectronically welded to case. 
Exclusive double-reinforced 
pottom, I-piece construction. 
Guaranteed rip-proof. 


SIZE: 15Y_" x 114%”. Legal 
ize file folder inserted. 
DEALER NET: No. 73 (with handle) $21.60 doz. 

No. 72 (without handle) ...$18.00 doz. 


COLORS: Seal Brown, Jet Black, Luggage Tan. 
ynless colors specified 


Pat. Pend. 
1 doz. asst'd. to box 


New! 
* EXPAND-O-CASE 


Exactly like Expand-A-Lope, 
exept with one lock and 
2 gauge virgin Vinyl. 
Imagine! This wonderful buy 
) retail for about $2.00! 








DEALER NET: No. 178 (with handle) 
No. 175 (without handle) 


COLORS: Black, Brown, Tan, Navy, Green, Red. 
unless colors specified. 


: ZIPPER 
PORTFOLIOS 


Exclusive design 
No. 3,175,389) 
The largest selling 
mis type in the 
* good reason! 
te fooled by 
mitations or 
sore type goods that 
disappoint your cus- 
tomers. Angler’s Zipper 
Portfolios are made of 


$14.40 doz. 
$12.00 doz. 


1 doz. asst'd. to box 


Pat. 


of 
world 
Don’t 
flimsy 
chain 


extra heavy, 25 gauge 
virgin Vinyl on our 
welded, rip-proof con- 
struction, 





DEALER NET: No. 71 1614” x 124%4” (Legal Size) $9.00 doz. Legal 
Size file folder inserted. 

No. 70 14” x 11” (Letterhead Size) $7.20 doz. 
Size file folder inserted. 

No. 77 22” x 16” (New Jumbo Size) $14.40 doz. 


COLORS: Black, Brown, Tan, Navy, Green, Red. 1 doz. asst'd. to box 
unless colors specified. 


Letter 


Different Models Can Be Combined For 
EXTRA QUANTITY DISCOUNTS: 5% on 6 doz.; 10% on 12 doz. 
We GUARANTEE you will be delighted 
OR we will pay transportation BOTH WAYS! 
Order A Trial Dozen Today. See Your Jobber or Write Us! 
ANGLER’S CO. / 45-22 162nd Street, Flushing 58, N.Y. 


ante ee ee 
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| from the makers of FLO-MASTER 


... where quality comes first 


felt tip markers 


for every purpose 











and surface 


é 


the all-new, all-aluminum 


Cado-marker 


with oil base inks in 8 colors 
for BIG BOLD MARKS on any 
surface—TOP PROFITS! 


The new Cado-marker is preci- 
sion-designed for permanent, 
waterproof, quick-drying marks 
on literally any surface—indis- 
pensable for the occasional user 
in general-purpose marking. 





the unique, all-new 


Brite-line marker 


with water base inks in 8 brilliant colors for BIG 
BOLD MARKS on paper— ASSURED SALES! 
Brite-line Marker is ideal for teachers, artists, office 
workers and others who work primarily on paper. 
The ink is non-penetrating — easily removed with 
eradicator, dries quickly and is practically odorless. 





en OC aa 


‘s 
= 


Each has a larger ink supply than any other of 
its type! Refills available for both markers. 





Co 


attractive display-shippers con- 
tain 72 markers of either type (3 
assortments), for effective mer- 
chandising of single markers at 


po 
wn 


sent free with initial order. 


SHELF LIFE GUARANTEED INDEFINITELY! 


OLD « MARKING 


BiG-B 





unter Display—Boldly colorful, Color Kits of 8 Cado-markers or 
8 Brite-line Markers (one of each 
color) available in beautiful crys- 
tal clear jewel cases with colorful 
foam plastic padding. You'll be 
proud to display these exception- 
ally fine Color Kits in your win- 
dow, on your counter. 


int of purchase. Window display 
8 colors with mounted markers 





Also available are Color Kits for both types containing 4 markers each 
(red, blue, green and black), in handy pocket package with easel back. 














' 

CUSHMAN & DENISON Carlstadt, New Jersey . 
Please send new descriptive literature in full color and discount & 
sheets for Cado-marker and Brite-line Marker. MS4 . 
NAME : 
COMPANY. . 
ADDRESS 4 
' 

CITY ZONE. STATE a 
«= 2 om ae su ase eseeeeeueeunal 
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SELL ART SUPPLIES! 


AMERICA’S NO. 1 
ART SUPPLY DISTRIBUTOR 


will service you from the coun- 












try'’s largest stock of all im- 






portant art supply lines. 











Write for catalogue 
and dealer discounts. 


ARTHUR BROWN & BRO. INC. 
2 W. 46th ST. NEW YORK 36, N. Y. 
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SAME DAY SERVICE 
ON 


Owens zs 


SEALS 


NOTARY AND 
CORPORATION 


#1 Pocket Seals $8.00 
Dealer Discount 40% 


LOUIS MELIND CO. 


3524 N. CLARK ST. CHICAGO 13 





Sold Only 
Thru Dealers 
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for QUALITY 


steel store 
fixtures and 
shelving .. . 


For further information 
and service on store 
planning, write to Sagi- 
naw Industries today at 
the address below. Of- 
fices in principle cities. 


write to SAGINAW INDUSTRIES CO. 
2119 S. Jefferson ® Saginaw 24, Michigan 
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ground and polished 
glass lenses. unique green 
metal display stand makes 
sales easy. Each reader at- 
tractively packaged in a 
scarlet and grey box. 
No. 735/10 
GROUP 
CONTAINS 









st . \e 
2-412" Readers List 4.50 ec. 9.00 
TOTAL RESALE VALUE $29.00 
Free with 


One $2.00 Display Stand 
Each Assortment 

PRICE TO DEALER — $17.40 
Open Stocks Available Less 40% 









TESTRITE INSTRUMENT CO. 


135 








MONROE STREET NEWARK 5, N. J 
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Portable Steps 7 

A new design 
which matches 
furniture is no. 
frame is made of highly polished 
1 square aluminum tubing. Steps 
are formed from thick aluminuy 
with rubber treads. The two.ste 
model is 20” high and weighs } 
pounds. The three-step is 39” higi 
and weighs 12 pounds. Overa! 
width 17”. Winfield Co., St. Petersburg, Florida, is the 
facturer. 


Q portable steps 
modern offic. 


available, Thy 


Manu 


Pre-Priced Package 38 

Carter's full 
their 
inks 


line of desk sizes of 
nationally advertised writing 
are now pre-priced for self- 
sales. The firm expects the 
easy-to-see pricing will en- 
courage faster sales on all their foun- 
tain pen inks. The inks, pre-priced 
at 15 cents for 2 ounces and 10 cents 
for 1 ounce, include Carter's per- 
manent blue-black, blue, red, black, 
washable blue and black, and Jewel-Tone green, purple, and 
quoise 


service 
circled, 





tur- 
Inks in the 10 cent size come color-assorted in , 
compact Tiara Rack display for easy impulse sales. 


Adult Games 9 

Concentration, new Milton Brad 
ley game hit, retailing at $4, is 
based on the format of a TV 
show. Players build up suspense 
and rivalry through matching 
items and numbers to work out 
picture word puzzle solutions — 
numbered slides are moved to win 
gifts and money. It is one of the 
new adult games in Milton Brad- 
ley’s 1959 line, described as the biggest in the company’s 9 
year history. The firm also offers a new series of educational 
Flash Cards. 





Pen Counter Case 

A new counter case for its $5 
and $8.75 Skripsert fountain pens 
has been made available by the 
W. A. Sheaffer Pen Co. The Com- 
pany says the case is designed to 
help dealers achieve more im- 
pulse sales by making the prod- 
ucts more easily seen by the con- 
sumer.” The case holds a dozen 
Skripsert pens and two Skripsert 
ensembles. As an aid to sales 
peronne!, “tested selling sentences” are listed on the bad 
of the case. Sheaffer also has two new, revolving cone counter 
merchandisers for its $2.95 and $1.95 pens. 


Chair Mats Ml 

Cadillac Plastic & Chemical Co. is now manufacturing tral 
parent plastic chair mats and is stocking complete style and 
size ranges in its 11 regional warehouses. The mats, of heap 
gauge transparent Plexiglas, prevent swivel chairs from matting 
costly office rugs while giving full visibility to the rug color 
texture. The non-slip surface firmly grips the chair casters 
venting sliding when the chair is swiveled. The mats are 
as shatter-resistant and wear-resistant. They are stocked im four 
styles — the T-shaped and cross-shaped Presidents; the oblong 
Chairman and the L-shaped Secretary — and in size mame 
from 36 by 48 to 72 by 72. 
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...zRecognized Symbols 
of Lasting 
Quality... 


ao 


The favorite Business Paper 
in America! 

























giFreL TOWER 
paris, France 
mult in 1889 
qverlooking the 
Seine River, this 
gg4 ft. concave 
pyramid construction 
ig a shining 
tribute to a 
romantic land! 
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Over 7,000 dealers are stocking—and selling 
SPHINX—the most preferred brand in the land! 
LISI IIS Write today for complete information on our 
entire line of business and stationery papers. 


SAXON paper corporation 


240 WEST 18th STREET » NEW YORK 11, N. Y. 


- - - for more details circle 174 on last page 


Mr neal Alek. Ki aneth B » x 


FLO 


and Hes. Wiliam S 


FLEM 4 


Me. and Mrs. George R. Werylord 
let a pretty face stimulate sales for you! m a. 


Wir. and Bs. - Barry Nichols 
rom ae aa Wedding Lineé? <. 
‘y>most popular faces of the yeas 
by Regency Sauseeiiee sacs cos renee 


@ joined letters in exclusive new scripts! @ new effects with superimposed and FYal-4(-te Mel 3006-0 
@ sharper, more legible letters! @ superior craftsmanship at an amazingly low price! 


FREE! Flower Wedding Line Catalog teatures a complete 


election of all the most asked-for styles! Postpaid shipment within two days of order! Fu// 50% discount! \L 
Fl bg so 
iddress your request on your business letterhead to: ~ 


REGENCY THERMOGRAPHERS iesicisi'e" 
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Now, for the first time, dealers may carry a full line of new 
rotary calculators. Control Systems, inc., distributor of the 
world-famous PLUS line of key-drive machines, now offers the 
outstanding DIEHL line of full keyboard automatic calculators 
to the retail trade. 


WRITE TODAY for full details of the PLUS-DIEHL dealership 
plan. it offers a compiete new field for profitable calculator sales. 


PLUS-DIEHL Caiculator Division 


CONTROL SYSTEMS, INC. 


5 Beekman Street New York 38, N. Y. REctor 2-0045 
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SEND US YOUR NEWS 


The editors of MODERN STATIONER are al- 
ways interested in all of the news about your 
company and your personnel. They urge you to 
adopt the policy followed by so many other 
Stationers in forwarding them regular information 
about the activities of your company and its people. 


ADDRESS NEWS EDITOR 
MODERN STATIONER 
405 E. Superior St. Duluth 2, Minnesota 














moon so A _ypess-R 


ADDRESSING MACHINE 
id 


Speed 1300 IPH 





@ 150 plate stacker 
capacity 

@ Automatic plate 
change 

@ Automatic rotating 
ribbon 

@ Prints black or 
colors 

@ Consecutive. 
repeat, skip 

@ Takes up to 9” x 
14” sheet 

@ Makes carbon 
copies 

+. 


Price $98.50 + $5.91 tax 
GUARANTEED for ONE YEAR plate service to 


any point in U. S. 
Heavy _construc- 
tion. Wet. 25 Ibs. 


48 hour embossed 


Other models available 
NETTLE MANUFACTURING CO. 

27C Huntington Ave., Boston 16, Mass. 
- - - for more details circle 153 on last page 





NEW PRODUCTS .... 


Key File 4 


The “Home Key File” fron 
Rolfs has 18 separate Pockets + 
hold and identify keys through 
master key file. Designed to he 
folded and placed in a dresse 
drawer or hung in a closet the 
Home Key File” is fashioned , 
smooth cowhide with a durabj, 
vinyl interior. It is sold in bled 
or brown at $3 plus tax 





Paper Jogger 43 


A new double-bin vibrating pa- 
per jogger for reducing office pa- 
per handling costs is announced 
by Syntron Co. The B2TG-15 Jog 
ger saves office and mail room 
time by quickly aligning scrambl- 
ed stacks of correspondence, in- 
voices, order forms, data cards. 
The Jogger is particularly effec- 
tive for straightening file papers \ 
prior to microfilming, for align- 
ing forms and cards prior to machine processing, and for 
shaking down envelope contents before machine opening of 
incoming mail. This Syntron Jogger is electro-magnetically 
vibrated 3,600 times a minute. Power of vibration is instantly 
adjustable to suit the best jogging characteristics of the paper 
being handled by the simple turn of a rheostat dial 


Typewriter Stand 44 

Rich decorator colors t 
blend with modern or tradi 
tional office decors are featur 
ed in the new, low-cost KD 
3000 Typewriter Stand just put 
on the market by Kol, Inc. The 
colors are two-tone brown — 
top panel and wings in rich 
dark brown with contrasting 
beige legs; two-tone grey — 
top panel and wings dark grey 
with contrasting light grey legs. Rubber inset ‘Noisestoppers 
for complete office quiet are a standard feature. Other fea 
tures are large, easy-rolling, 2-inch, non-marking rubber 
casters; sturdy, 1-inch tubular steel legs; all-metal construction 
double-duty wings that snap into place in either up or down 
position. The KD 3000, shipped knocked down, weighs just 
18 pounds, and is light enough to be shipped by parcel post 
It is assembled with just 8 bolts 








Wood Desks 45 

A new line of wood office 
desks called the Williams Desk 
Series is being distributed na- 
tionally by Ed Golden, New 
York office furniture distribu- 
tor. Made in Kentucky, the 
new line is described as the 
lowest priced modular desk 
series on the market. Tops are of Nevamar plastic in graimec 
walnut or white finishes. An exclusive underside fastener 
permits fast, easy assembling and positive grip. All pedestals 
are made of select genuine walnut veneered panels with steam 
bent back corners that eliminate posts and rails. Pull out arm 
slides are incorporated in the larger pedestals and contrasting 
modesty panels are of basketweave design. Drawers are dove- 
tailed front and back with oak interiors. Legs are equipped 
with brass-tipped, adjustable self-leveling domes. 
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BEST DRESSED 








EE 


FILING CABINETS 
CONTAIN 





gEGULAR 








more 





Your Choice of: 


COLORS: 11 pt. 
FOR DEALERS: 
All this adds up to 


INCREASED SALES 
BETTER PROFITS 


FREE SAMPLES 








FILE 
<= FOLDERS. 


AND 


@ DURABLE 
© ECONOMICAL 
@ READY COLLATED 


Because they’re 
* QUALITY CONTROLLED 


to insure longer, 


efficient use. 


SATISFIED CUSTOMERS 





cED 


* COST CONTROLLED 
to fit every budget. 


MANILA: 8 pt.-9 2 pt.-11 pt.-13 pt. 
KRAFT: 8 pt.-11 pt.-18 pt. 


THE WARSHAW 





AND 
miaurysy MANUFACTURING CO., INC. 


One of America’s largest manufacturers 
of file folders and allied products. 


1 MAIN STREET, BROOKLYN 1, N.Y. 


- for more details circle 165 on last page 











B= automatic multiplier 2341E 


Expand your sales with the machine that is priced to sell fast. 


This automatic multiplier costs no more than conventional adding, 


machines. Does a wide range of office calculations automatically. 


write: —"’addo-x’’, 300 Park Avenue, New York 22, NY 





- for more 


details circle 102 on last page 

















































NEW PR oe 
AAS EW PRODUCTS 


UA AY Fd 


Yo fol T-t-t-T] ale mr-ley 1) 


Painting Sets 


An enti ily of Paint-By 
Number set being released 
by The ¢ tint Manufactuy 
ing Co. |} new hobby set 


make up t SCTICS, tO suit ‘ \ 
every person's purse. Prices 

Start at $1 for Series 100; $175 4 

for Series 175: $2 for Series 20 X 

and on up to Series 700 at $7. To heighten the appeal of S& 


LT easy- to ~~ ise the subject matter used in the new line every consideration 


was given to consumer trends and tastes even to inclusion 


yt economical of prize winning art from regional art shows. For th 


dealer, Craftint offers a complete line of sales aids including 
ng 


YZ efficient a full color 12-page brochure on the 90 oil painting sets jg 


the new line. 











Children’s Games 47 

Ed-U-Cards has introduced a new 
concept in children’s games, a line 
of 10-cent Matchless Matchbook 
Games. The games are colorfully 
packaged and were designed to fill 
the need for a line of low cost educa- 
tional games. There are 12 games in 
the first series. They are available in 
10 dozen and 16 dozen self-service 
counter display merchandisers; in six- 
game poly-bagged rack packs to sell 
for 59 cents; and in 10-game window gift boxes for $1. Key 
note of a promotion campaign is the slogan “Carry your fun 
in your pocket.” 


Colored Ball Pens 48 


The Lindy Pen Co. has added 
a new gift package to its line of 
ballpoint pens. The new Lindy 
Rainbow Set consists of 10 dif 
ferent colored No. 460 Lindy util 
ity pens. The color of the ink is 
the color of the pen. The 10 pens 
are packed as a gift item im a 
permanent plastic box with a gift 
card and mailing box. The set 


ings. After all, a typist, a typewriter retails for $3.95 
and Duplisnaps give you a complete Label Gluer 49 





Today's offices demand top efficiency. 
That's why more and more offices use 


Eureka Duplisnaps for multiple mail- 





A new heavy-duty Label Gluer 
has been developed by Glue-Fast 
Handle the carbon-interleaved Duplis- Equipment Co. Designed for ap- 
plying glue to large-sized ungum- 
med labels, this Bronze Label 


addressing department — at low cost. 


nap set once, slip it in a typewriter, 


type the addresses snap the sets apart Gluer is described as ideal for the 
; industrial user of large labels. 
and the job is done. You have up to Made in two sizes, 9 inches and 





12 inches, the Label Gluers are 


six sets of neat, clear, perfectly aligned, designed to speed we sad add efficiency ts MANE 


strongly gummed addressed labels. shipping room procedures. The company also has a new 
‘GF No. 5” glue that can remain in manually operated gluers \ 
overnight without crystallizing 
To learn more about Duplisnaps and how Artist Materials 50 
they can increase your profits—write for A new principle in easel design by F. Weber Co. combines w 
your free copy of “Speed Your Mailings.” sturdy light-weight woods with ease of assembly and light / 


carrying weight. A complete unit consists of an adjustable aE 
tripod and a detachable 12” by 16” sketch box and palette 
® Reg. T.M.—U.S. & Canada The box is equipped with canvas-holding attachments which 
adjust to accommodate canvases and canvas boards up to #” 
inches in height. The sketch box may be used separately 4 











3 EUREKA SPECIALTY PRINTING CO. well as on the tripod. The unit can be used either indoors 
eve e lol-yey mun ele meme lets-lalicls mm oF. | with a ring provided under the tripod head for suspending 
: a weight in extreme wind conditions Hardware includes 

SALES OFFICES: New York, N. Y., Chicago, | brass luggage catches and plastic carrying handle. Overall 


Dallas, St. Louis, San Jose and Los Angeles weight is 12 pounds and the price is $62.50. 





- - = for more details circle 129 on last page 76 MODERN STATIONER, APRIL, 1959 
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The Line is Busy! > 


And it’s not just casual customer preference that makes the full Oxford 
line of filing supplies both busy and profitable. There are solid reasons 


ur fun 


48 why customers specify the Oxford name when they buy . . . reasons like 
hg Quality, Completeness, Packaging. 
ine ot ‘ 
in QUALITY that is known through performance and shown in every 
ly a package; quality that a buyer associates with “the First Name in Filing.” 
S> 
om COMPLETENESS that answers every filing need ae 
ie folders, vertical guides, index cards, card guides, rol-labels, storage 
a gift files, red fiber goods, and the famous PENDAFLEX® system of hanging, 
he set sliding folders. 1315 office supply items in all! 

49 PACKAGING that is designed to sell; fresh, attractive, and 


eye-catching. Many items display-packaged to stimulate im- 
pulse buying from shelves and counters. 


> 


Add Oxford’s advertising and publicity—in publications 
like Business WEEK, Topay’s SecrETARY, Dun’s REVIEW 
and OrricE MANAGEMENT, to mention a few—and you 

see why the full line Oxford dealer is way ahead! 


i 


ag. and Oxford Filing Supply Co., Inc. 
a new 6-4 Clinton Road, Garden City, L.1., N.Y. 
bi St. Louis + Chicago + Dallas 
Los Angeles - New York 

50 
ombines $ J A. 
d_ light , fe. . 
justable ie ees z 
palette , 
* which eT . : 
) to ® ~<a = i d 
itely as y ~2aH % = ed 
ndoors wt eee Ste - O ro 
vending « 
ncludes : FIRST NAME 
Overall IN FILING 
1959 
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Equipment Catalog A 


Jayem Sales Corp. has published a new 


six-color catalog and pricing schedule 
showing its line of steel office accessor 
ies and equipment including personal 
files, filing cabinets and tubs, desk trays, 
work sorters, stationery racks, shelving, 
desks and rotary files. 


Studio Card Brochure B 


Box Cards, Inc., has prepared a new 
16-page brochure covering its complete 
line of studio cards and novelty 
Included are 140 new everyday 
and five new card display racks 


items 


designs 


Paper Samples Cc 

The Port Huron Sulphite & Paper Co 
has announced that Huron 
a manifold and carbon paper set made 
in their mills is now a patented item 
Free samples of Huron Copysette and 
a descriptive brochure are available 


Copysette, 


HOWARD 
PERSONAL 
IMPRINT 
EQUIPMENT 


PROMOTES GIFT SALES OF: 


Xmas Cards — Book Matches — Writing 
Papers — Lead Pencils — Paper Napkins 
— leather Goods — Playing Cards — 
Gift Items — Fountain Pens. 


















Write 
for 
details! 









Howard Stamping 


Machine Co. 


4445 W. Belmont Chicago, Ill. 





for more details circle 141 on last page 
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Plastic Accessories Catalog D 
A new two-color catalog covering the 
1959 line of office accessories made by 
Delta Products includes a new line of 
formed plastic convenience trays, waste- 
baskets and letter trays in addition to 
chair mats, desk tops and office and 
industrial signs. The firm feels plastics 
have office use 
and has purchased a fiberglass furniture 
company which will introduce a 
line of furnishings 


proved themselves in 
soon 


office accessory 


Filing Equipment Catalog E 

Modern Steelcraft, Inc., has its 1959 
catalog ready. Included are a number of 
new units especially designed with time- 
motion studies to make filing and storing 
office supplies easier and faster. The new 
units also incorporate space saving features. 


Store Fixture Catalog F 

Reflector Hardware Corp. has issued 
a new No. 60-S Spacemaster catalog, 
with 132 pages and more than 700 
illustrations and listings of merchandise 
presentation applications. The line in- 
cludes up-to-date aids for self-serve opera- 
tions. 


Forms Catalog G 

A new merchandising catalog describing 
stock forms and a carbon second sheet line 
packaged in a Flip Out Dispenser Box 
has been issued by Rogersnap Business 
Forms. The catalog answers dealer ques- 
tions about the new products 


Maintenance Equipment H 

A new 20-page catalog by Geerpres 
Wringer, Inc., describes and illustrates 
the firm’s complete line of floor cleaning 
equipment. Also covered is the Des- 
Kart accessory to simplify desk moving, 
as well as tips on faster mopping and 


how to make equipment last longer. 
Paper Sample Book I 

Sample books are available showing 
the new line of Odin office printing 
papers made by the Bergstrom Paper 
Co. The papers are available in three 
finishes — mimeo, smooth and bond 


— in white in 16# and 20# weights, 


as well as six pastel shades in 20% 
weight. 
Pen, Pencil Catalog J 


For the first time in its 30-year history, 
the Reliance Pen & Pencil Corp. has pub- 
lished an all-inclusive, illustrated catalog 
describing every item in the line. Listed in 
the 32 pages are wide selections of black 
and colored pencils, specialty pencils, ball 
pens, erasers, penholders, rubber bands, 
type cleaners and school implements 


Assembly Line Marking Guide K 

A new folder by Weber Marking 
Systems lists 49 places where marking 
and addressing costs can be cut. A 
check-off chart indicates when a Weber 
Handprinter should be used and when a 





Label Printing Mac! 


would be 
economical. meas 








Binder Catalog 

A dealer's catalog scribed as as 
to understand and ple to use re 
been issued by Cooks’, Inc., designers ani 
manufacturers of Ful-Vu products, Jy 


52-page catalog describes each item . 
a line that includes sheet  protecton 
ring and wire bind card holders 


transparent specialties and 
of photo albums. The 
dealer pricing policy is 
page confidential pric: 
supplement. 


a large variet 
company’s ney 
covered in a 1? 
list, issued ag 


Stencil Supplies 

The entire Polychrome duplicating line 
is modernized and brought up to dat 
in the 1959 catalog and stencil Jeafle 
offered by Polychrome Corp. The [ine 
includes a stencil made of special we 
strength paper to resist copy distortion 
when used with water base inks, 


Furniture Catalog 

New trends and modes in offic 
furniture and arrangement are dramati 
cally portrayed in a new 48-page catalog 
of “Modern Steel Office Furniture 
which has been issued by Yawman 
and Erbe Mfg. Co. A complete line of 
desks, credenzas, files, partitions, t 
bles, bookcases and chairs is described 
and illustrated. Special sections cover 
construction, dimensions, specifications 
accessories and the use of modular units 


to solve space, personnel and work 
center problems. 
Promotion Guide 0 


A complete “how-to” guide covering 
Treasure Chest Lucky Key promotions 
is available from the Republic Com 
pany. Under the plan, keys are passed 
out to build traffic and sales. The ke 
that opens the Treasure Chest brings 
good fortune. The company says it & 
not unusual for 50 percent of the keys 
distributed to be brought to the store 
and tried in the lock. The dependabilit 
of the response is said to permit siz 
character and timing of store traffi 
to be pre-determined and controlled 


Manifold Forms Catalog P 

The Text-N-Set Manifold Co. offes 
a new 34-page illustrated dealer catalog 
covering the firm's line of custom ane 
“Red-I-Made” snap-apart business forms 
At the same time the company he 
announced a new policy of prepaid ship 
ment anywhere within the continenta 
United States, excluding Alaska. The 
catalog includes simplified instruction 
for estimating various costs and sample 
of the firm’s standard forms 


Desk Top Equipment Q 

Bert M. Morris Co. has a new 199 
catalog of desk top equipment read 
for dealers. One of the featured pre 
ucts is a Phone Rest in the six a 
est phone colors, in visible packaging 
for self-service counters 
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ating lin Sterling PENCIL SHARPENER , af 
2 to date F Desk or Wall : ee ae oe Be ‘ ho 
il leaflet . “ S §6Plus Tried and True Steady Sellers Such As: 
The in ‘ 

ecial wet 
distortion 
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No. 513 Squeeze Bottle Moistener 29¢ retail 


/ N 
in office 
dramati. 
3¢ catalog 
‘urniture 
Yawman 
e line of 
ions, te. 
described . 
nS cover eo a } 

ifications No. 514 Sponge Moistener 25¢ retail 


ular units 
id work- It's really NEW .... it's unusually efficient . . . 


it's popularly priced for volume sales and profits. 
Constructed of high-impact and non-breakable 
0 plastic. Makes professional points. Comes with 2 

extra Swedish steel cutters, mounting screws in 
display box. 


Suggested $1 retail 
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No. 510 Perpetual Calendar 29¢ retail 


covering 
romotions 
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P 
o. offers No. 562 


t catalog ROTO 
stom anc PENCIL SHARPENER FULL JOBBER DISCOUNTS 


No. 568 6-Digit “Dial-A-Matic’’ Adding Machine $4 retail 


ss forms 
yany has 


me A revolving top does the sharpening here — and 
aid ship makes both short and long points in the process. 
yntinenta: Features jam-proof operation, unbreakable plastic 
ska. The housing, easy emptying. 

structions 


1 samples Suggested 50¢ retail 
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eeceeeneee ee eeee0@ 
Too Much Sunshine? 


We have a problem of sunshine in our 
display windows. Could you give us any 
information on how best to deal with 
this? The only thing we know of is a 
shade put out by Transparent Shade Com- 
pany of Los Angeles. Just how effective is 
their clear shade? 

Any information you can give us on the 
above will be appreciated 

Edwin L. Elliott 
Elliott Stationery 
Ketchikan, Alaska 


(We have sent Mr. Elliott the 
of another sunshade supplier, and it's 
possible that other readers may be able 
to help him with his problem before the 
days get too long in Alaska. Sun damage 
is a common problem in displaying crayons, 
grease pencils, leather goods, construction 
paper and other items.) 


1 


prerer EG-U- Cards 


PREFER 


name 





Always Something NEW 


Children's Educational Games 29 








Ed-U-Cards Mfg. Corp. 





13-05 44th Ave., Long Island City 1, 
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March 20-23 — Offureps Eastern Office 
Furniture Show, New York Trade Show 
Building. 


March 29 — Easter Sunday 


April 17-18 — NSOEA District 5, 
French Lick Sheraton Hotel, French 
Lick, Ind. 

April 20-21 — NSOEA District 9, Stat- 
ler-Hilton, Dallas, Texas. 

April 27-28 — NSOEA District 8, Mueh- 
lebach Hotel, Kansas City, Mo 

May 1-4 — National Office Furniture 
Assn. Convention-Exhibit, Miami Beach, 
Fla. 

May 2-5 — National Art Materials Trade 


Assn. convention and show, Statler 
Hotel, New York City. 
May 8-9 — NSOEA District 4, Ameri- 


cana Hotel, Miami Beach, Fla. 

May 10 — Mother's Day. 

May 15-16 — NSOEA District 10, West- 
ern-Skies Motel, Albuquerque, N. M. 
May 17-22 — New York 
Show, Hotel New Yorker. 
May 18-19 — NSOEA District 14, Des- 

ert Inn, Las Vegas, Nev 

May 22-23 — NSOEA District 11, Olym- 
pic Hotel, Seattle, Wash. 

May 24-27 — Annual Convention-Ex- 
hibit, The Stationery and Office Equip- 
ment Guild of Canada, Montreal. 

May 25-26 — NSOEA District 12, 
Yosemite Niational Park, Calif. 

June 1 — New England regional Whole- 
sale Stationers Assn. conference, Som- 
erset Hotel, Boston. 

June 4-5 — NSOEA District 7, 
Duluth, Duluth, Minn. 

June 8-9 — NSOEA District 6, Nipper- 
sink Manor, Genoa City, Wis. 

June 12-13 — NSOEA District 2, 
Otesaga, Hotel, Cooperstown, N. Y. 
June 14-17. — American Booksellers 
Assn. Convention Trade Exhibit, Shore- 

ham Hotel, Washington, D. C. 

June 15-16 — NSOEA District 13, Gross- 
ingers Country Club, Ferndale, N. Y. 

June 21 — Father's Day. 

June 22-23 — NSOEA District 3, Galen 
Hall, Stroudsburg, Pa. 

June 24 — Canadian regional Wholesale 
Stationers Assn. conference, Westbury 
Hotel, Toronto. 

June 26-27 — NSOEA District 1, Went- 
worth-By-The-Sea, Portsmouth, N. H. 

Aug. 21 — Western States regional 
Wholesale Stationers Assn. conference, 
Mark Hopkins Hotel, San Francisco. 


Stationery 


Hotel 


Sept. 25 — Midwestern regional Whole- 
sale Stationers Assn. conference, Drake 
Hotel, Chicago. 


Sept. 26-30 — National Stationery & 
Office Equipment Assn. Convention- 
Exhibit, Conrad Hilton Hotel, Chicago. 








CLASSIFIED 
ADVERTISEMENTS 


_ Deadline for classified adve 

is the fifteenth of the 2nd month 
ceding the month in which the ae 
is issued. RATES: 25c a word. 

Order: $5.00. Names and address ate tp 
be included in the count. Initials or 


of figures are to be counted as one an 
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SALESMEN WANTED 

















SALESMEN, Stationery and Departmen 
Store Following. Terrific Sideline 4 
























aoteriols - 
column adding machine. Retails at $1895 ‘ 
Territories available, commission basis im Anco Woo 
Send detailed resume. Box 223, MO) 7 42 
BEAT acl ct Se SU A 
> ast Superior " 
Duluth 2, Minnesota. . 4-59 if hagler’s 
An Guild 
masenienenuensiadigenepeiiannasiitnina ards — 
W Avery Ad 
GENERAL MANAGER AND SALESMAN correction 
We need someone that is capable of 
taking over our stationery dept. and Bil Beckley-C 
giving it a new outlook. Our stationery boards, b 
volume is over $100,000 and printing 7 
volume over 1,000,000. Salary ben ‘Il bee Pape: 
to as much as you can produce. Upper 
midwest city of over 500,000 population — poge 
with good competition. This is a real \\2 Bergstrom 
challenge with a terrific future for th § 
right man. Please state present ; — poge 
Box 224, MODERN STATIONER 2 Brown, 
OFFICE EQUIPMENT DEALER, 405 East 4 
Superior Street, Duluth 2, Minnesota, materials 
#59 Bi puimon | 
_— ae 45, 
\\§ Burrough 
AGENTS-DEALERS WANTED page 13 
RUBBER STAMPS, made to order, 50% MwCThry & 
discount. Request type chart and info. Wb C 
Universal Rubber Stamp Co., 4718 18th poge 44 
Ave., Brooklyn 4, N. Y. II? Changes 
—___—— [ll Chepel 
Christe 
STATIONERY — GIFTS. TERRIFIC 19 Colonial 
SIDE LINE. AAA-1 firm, manufacturing 
something brand new in diaries, auto poge 4 
graph books, ring binders, etc. Terrific 1 Columb 
novelty and staple items, easy to catty. 
We need real distribution to dept. stores, — Cort 
stationers and gift stores in most key 
areas. Liberal comm. State full details. 
Box 42, Realservice, 110 West 34th St. 
New York City. 4-59 
SIDELINE MEN WANTED! 
Nationally known lamp manufacturer 
selling furniture dealers wants men to 
sell office equipment outlets one item 
only! Revolutionary Clock-Lamp sells o0 
sight! All territories open. 
commissions to qualified men 
established accounts. Write in 











detail to Sam Langer, Midwest 
312 North Broadway, Milwaukee 
is. 

















LINES WANTED 
























Well Established Salesman 
Texas, Oklahoma, Louisiana an 
sas the past 12 years, interested in 
Line for Stationery Departments, 
Supplies and Gift Shops. Also in 
in Desk or Office Lamps. 
MODERN STATIONER AND 
EQUIPMENT DEALER, 405 East Super’ 
Street, Duluth 2, Minnesota. 
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nth 
= ae ADVERTISED PRODUCTS 
ne word. 
eco Products, Div. of Natser Corp. — 
————. Binders, folders — page 3. 
» Addo-X, Inc. — Multiplier — page 75. 
——__ yi} Allen, ®. C., Business Machines, Inc. — 
Adding machine — page 50. 
—__ Hpi Allen, 8. C., Business Machines, Inc. — 
Typewriter — page 51. 
partment american Crayon Co., The — Art 
eline, § asierials — page 69. 
at $18.95, _ 
on basis fis Anco Wood Specialties, Inc. — Easel — 
rer poge 42. 
"Street, Hig Angler's Co. — Briefcases — page 71. 
¥ W At Guild of Williamsburg — Greeting 
ilies ards — 2nd cover. 
avery Adhesive Label Corp. — Labels, 
— correction tape — page 44, 
ept. and Mi Beckley-Cardy Co. — Chalkboards, Cork- 
orintiy boards, bulletin boards — page 46. 
~~ ii fee Paper Co., Inc. — Drafting papers 
opulation | — Poae 46. 
‘ Pp Teal Bi Bergstrom Paper Co. — Printing papers 
> for the 
it — poge 48. 
,* East 2 brown, Arthur, & Bro., Inc, — Art 
nesota. moterials — page 72. 
\4 bulman Corp. — Store fixtures — page 
{i$ Burroughs Corp. — Carbon paper — 
TED poge 13. 
der, 50% Bis Cth Ruler Co. — Ruler, slide rule — 
1718 18th poge 44. 
I? Changepoint, Inc. — Pen set — page 40. 
——— lt Chapel Art Studios — Personalized 
Christmas cards — page 42. 
PERC [iP Colonict Candle Co, — Candles — 
es, auto- poge 48, 
to tam’ 91% Columbia Ribbon & Carbon Mfg. Co., Inc. 
ot. stores, = Carbon paper — page 55. 
nost key 
1 details. 
34th St. 
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121 Craftint Mfg. Co., The — Painting sets 


— page 59. 

122 Cushman & Denison — Marking devices 
— page 71. 

123 Dayton Rubber Co., The — Office chair 
cushion — 3rd cover. 

124 Eaton Paper Corp. — Social stationery 
promotion — page 10. 

125 Eaton Paper Corp. — Typewriter papers 
— page 39. 

126 Eaton Paper Corp. — Record book — 
page 54. 

127 Ed-U-Cards Mfg. Corp. — Games — 
page 80. 


128 Micropoint, Inc. — Pen, holder — page 
60. 


129 Eureka Specialty Printing Co. — Ad- 
dressing labels — page 76. 

130 Faber, Eberhard, Pencil Co. — Colored 
pencils — page 20. 

131 General Pencil Co. — Office pencil, 


ball pens — page 21. 

132 Gibson Art Co., The — Greeting card 
display — page 47. 

133 Gibson, C. R., and Co. — Baby record 
book — page 16. 

134 Globe-Wernicke Co., The — Desks — 


page 19. 

135 Graff, George B., Co. — Signals — 
page 56. 

136 Greentree Publishers, Inc. — Personal- 


ized Christmas cards — page 58. 


137 Gulton Industries, Inc. — Flashlight — 
page 8 

138 Hammond, C. S., & Co. — Maps — 
page 66. 

139 Heines Publishing Co., Inc. — Card game 
— page 68. 

140 Heyer Corp., The — Correction fluid — 
page 70. 
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printing equipment — page 78. 
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144 Kingsley Machine Co. — Monogramming 
machine — page 62. 


145 Koh-Il-Noor Pencil Co., Inc. — Ball point 
pen — page 68. 

146 Labelon Tape Co., Inc. — Labels — 
page 66. 

147 Little, George, Management — Show — 
page 37. 

148 Master Addresser Co. — Addresser — 
page 64, 


149 Melind, Louis, Co. — Seals — page 72. 

150 Merriam, G. & C., Co, — Dictionary — 
page 53. 

151 Minnesota Mining & Mfg. Co. — Plastic 
tape — page 58. 


152 National Office Furniture Assn. — Con- 
vention — page 67. 

153 Nettle Mfg Co. — Addressing machine 
— page 74, 

154 Norcross, Inc. — Illuminated signs — 
page 6, 

155 Print-O-Matic Co., Inc. — Duplicating 
supplies — page 52. 

156 Reynolds Decorative Foil Div. — Gift 
wraps, displays — page 14. 


157 Roberts, Weldon, Rubber Co. — Erasers 
— page 69. 

158 Saginaw Industries Co. — Store fixtures, 
shelving — page 72. 
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cover, 
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Tuttle Press Co. — Paper party acces- 
sories — page 67. 
Warshaw Mfg. Co., 
folders — page 75. 
White & Wyckoff Mfg. Co. — Social 
stationery — page 43. 

Westclox Div. of General Time Corp. — 
Clocks — page 57. 
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Tape Applier 
Cutting Board 
Portable Steps 
Pre-Priced Package 
Adult Games 

Pen Counter Case 
Chair Mats 
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Painting Sets 
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label Gluer 
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Chart Typewriter 


Control Systems, Inc. Plus Dieh! Calculator ; 
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Remote Dictation System 
Duster Fabric 
Hobby Kits 
Projector Stand 
Circular Slide Rule 
Gift Wrappings 
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Double Duty Pen 
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Regency Thermographers — Heliograving 
— page 73. 

Saxon Paper Corp. — Business Paper — 
page 73. 

Wausau Paper Mills Co. — Mimeograph 
paper — page 65. 

Oxford Filing Supply Co. — Filing sup- 
plies — page 77. 

Olivetti Corp. of America — Portable 
typewriter — page 63 
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Equipment Catalog 

Studio Card Brochure 
Paper Samples 

Plastic Accessories Catalog 
Filing Equipment Catalog 
Store Fixture Catalog 
Forms Catalog 
Maintenance Equipment 
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Pen, Pencil Catalog 
Assembly Line Marking Guide 
Binder Catalog 

Stencil Supplies 

Furniture Catalog 
Promotion Guide 
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FY Nodeof ethaue.. Ue Miracle Foam! 


a truly great achievement in Office Chair 


Koolfoam presents the Daytonian ... 


Cushions in style, comfort and value. Here’s instant sales appeal, for nowhere can you 


find a better combination of cool seating comfort, practicability and good looks. 


It reduces office fatigue, increases efficiency . . . 


perks up the entire office appearance! 


The esbgogee is featured in handsome plaid patterns and colors in 


are piped top and bottom with heavy 12 gauge white vinyl. 


Packaged in handsome poly bags. 


| —J 
THE DAYTON RUBBER oo. AsHEVILLE, NORTH CAROLINA 
Address inquiries to KOOLFOAM: Retail Sales Offices, 6 East 39 Street, New York 16 


Prompt Order Form—THE DAYTONIAN—Office Chair Cushions by Koolfoam 





Retail 


Style Price 


Green Plaid Saran| Red Plaid Saran| Gray Plaid Saran | Total 





Green Corduroy | Black Corduroy | Gray Corduroy | Gates 





The Executive | $5.95 
(16 x 18x 2”) | each 














YOUR COST 
The Executive 


Orders aaiee 3 Dozen @ $3. 57 each 
Orders over 3 Dozen @ $2.98 each 





The Steno | $4.95 
(14 x 15 x 2”) each 








| 








YOUR COST 
The Steno 





| 


Orders under 3 Dozen @ $2.97 each 
Orders over 3 Dozen @ $2.48 each 








Retails 


STORE NAME__ 


$ 95 All orders less than 3 Dozen F.O.B. Marietta, Ohio * All orders over 3 Dozen F.O.B. Destination. 
5 TERMS: 2% 10 Days, E.O.M. * Minimum Packing: 1 Dozen per size per color. 


DEPT No.___ 





Retails 
ADDRESS__ 








14x 15x 2” : 
ITY 





ORDER NO. 








ra ORDER YOURS TODAY! SHIPPING INSTRUCTIONS 
CREDIT REFERENCES 








- - - fer more details circle 123 on page 81 





NOW! On all Scripto Service Station Refills 


BIG 4-BUCK BONUS PAYOF 











Mr. Retailer, this is new and 
it's for you! The hottest deal 
ever in pens and pencils! 


Your star “salesman”, the revolutionary 
Scripto Service Station with its unique, 
factory-sealed, pilfer-proof, pre-priced, 
self-selling, profit-insuring package design 
...for Scripto pens and pencils at 29¢ to 
$1.95 ...is now backed by a whopping free 
goods offer that puts the “long green’’ in 
your wallet! 


Here’s how it adds up: just place an order 
with your wholesaler for Scripto card- 
packed pens and pencils to restock your 
Scripto Service Station. The order need 
be for only $30.00 retail list—any assort- 
ment you want. That figures at just $18.00 
cost to you. 


Right then and there, your wholesaler 
gives you a special Scripto ‘“4-Buck 
Bonus” Certificate that you mail to 
Scripto. And Scripto sends you FOUR 
$1.00 Scripto Ball Pens...all yours to 
do with as you please. Just like stuffing 
four crisp dollar bills in your pocket! 





MR. RETAILER, THIS PROFIT 
IS ALL YOURS! 


Your order at wholesale cost *18.00 
Retail list. . . « « « « » *30.00 
BIG 4-BUCK PAYOFF ... *4.00 


YOUR PROFIT. . . 47% 








SCRIPTO, INC., ATLANTA, GEORGIA 
SCRIPTO OF CANADA, LTD., 
TORONTO, CANADA 

SCRIPTO PRODUCTS AVAILABLE 

iN CANADA 

AT SLIGHTLY HIGHER PRICES 


- - - for more details circle 160 on 


' 
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